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95 Attend MDRT Annual Ordinary Sales In 


By ROBERT B. MITCHELL 


“Famous for firsts,” the Million Dol- 
x Round Table scored another by 
being the first na- 
tional] insurance 
organization to 
hold its meeting in 
the 50th state. At- 
tendance was 525, 
not greatly less 
than has been re- 
corded in recent 
years at more cen- 
trally located 
meeting places. 
Plans for hold- 
ing the 1960 MDRT 
meeting in Hawaii 
yere in the works long before state- 
hood for the islands was assured, but 
the timing of Hawaii’s entry into the 
yon made even more memorable a 
meeting that would have been unique 
in any event for its distinctive and 
beautiful surroundings. 
MDRT Chairman Robert S. Albrit- 
ton, Provident Mutual, Los Angeles, 
wiced special satisfaction at having 








zp. S. Albritton 


Meeting In 50th State 


the meeting in Hawaii, calling it the 


culmination of four years of dreams 
and plans and work. He got quite a 





James B. Irvine Jr. S. §S. Huebner 


laugh with a touch of dead-pan humor 
when he said he’d thought that state- 
hood had been arranged just for the 
benefit of the MDRT meeting, but 
then he found by reading James Mich- 
ener’s book that the project had actu- 
ally been under way for some 70 years. 

Mr. Albritton said he was particul- 
arly happy to be able to introduce the 
man who had had so much to do with 

(CONTINUED ON PAGE 17%) 





14927 Win National 
Quality Award In U.S.; 
1134 Go To Canadians 


The 1960 National Quality Award 
has been distributed to 14,927 winners 
in the United States and to 2,134 in 
Canada. NQA certificates, plaques, 
trophies and pocket cards have been 
distributed to the winners. 

In the United States the award is 
sponsored by National Assn. of Life 
Underwriters.and LIAMA. In Canada 
the sponsors are Life Underwriters 
Assn. of Canada and LIAMA. 

» The 1960 total in the U.S. is an 
inrease of 885 over the 1959 figure, 
and in Canada, where the amount of 
business exposed requirement was 
higher this year than before, there was 
an increase of 19 qualifiers. 


Rescind Ky. Credit Life 
Rule, But Department 
Will Try Another Tack 


Commissioner Hockensmith of Ken- 
tucky has rescinded his order under 
which the department undertook to 
tegulate rates for credit life insur- 
ance. The attorney general advised the 
department that it lacks legal authori- 
ty to provide for such regulation 
through administrative action. 

Mr. Hockensmith issued a statement 
in which he said the opinion “in no 
way diminishes my feeling that rates 
for individual credit life insurance 
policies should be regulated to avoid 
excessive costs to the purchaser. There- 
fore, I feel the insurance department 
should continue to make investigations 
and examinations which may be nec- 
‘sary for the further development of 
pertinent information to submit to the 
general assembly for appropriate leg- 
lative action at some future time.” 





Time For Enjoyment 
Of Good Health Reason 
Palmer Is Resigning 


Commissioner Alden C. Palmer of 
Indiana, whose resignation, effective 
June 15, was announced last week, 
writes: 

I am writing you because of so many 
friends I have in the life insurance in- 
dustry, and I don’t want them to be 
concerned over your brief announce- 
ment of my resignation. 

I do hope you can let it be known, 
far and wide, that I am not resigning 
because of my health. I never felt bet- 
ter in my life—my blood pressure is 
normal, no signs of hardening of the 
arteries. My appetite is good, and I am 
quite happy. 

The reason I am resigning is that I 
want to enjoy old age, and I have some 
particular personal affairs that I need 
to take care of this summer, taking 
more time than I can conscientiously 
give while on this job. 


Sheata To Presidency 
Of St. Louis Agents 


St. Louis Life Underwriters Assn. 
has elected Clarence H. Sheata, Metro- 
politan, president to succeed Bronson 
S. Barrows, Northwestern Mutual. 

Vice-presidents elected were Thom- 
as Fitzgerald, New York Life, and W. 
Stanley Stuart, General American. 

The speaker, Arthur Mason Jr., as- 
sistant dean of the Washington Uni- 
versity graduate school of business 
‘administration, described the many 
qualified agents who somehow never 
quite make their objectives and be- 
come accustomed to just missing their 
quotas. He outlined a program based on 
willingness and ability for changing 
“not quite but almost” producers ta 
quota makers. 


April Decline 3%, 
Four-Month Drop 1% 


Ordinary sales in April were $4.3 
billion, a decline of 3%, and for the 
first four months totaled $16,159,000,- 
000, a drop of 1%, according to LIAMA. 

The 3% April decline in ordinary 
sales is not as bad as it looks, for the 
month with which it is being com- 
pared was the best April ever for 
ordinary, scoring 7% ahead of April, 
1958. The production bulges of April, 
1959, and several subsequent months 
appear to have been due to the rush 
to get minimum deposit business in 
under the wire in view of the New 
York department’s expected deadline 
and the restrictions that some of the 
minimum deposit companies were im- 
posing voluntarily. 

Sales of all types of life insurance 
in April were $5,747,000,000, which 
showed no percentage change and only 
a negligible dollar decline of $10 mil- 
lion. Sales of all types for the first 
four months were $21,946,000,000, a 
gain of 1%. 

April group sales totaled $838 mil- 
lion, an increase of 9%, and group 
sales for the four months were $3,562,- 
000,000, a gain of 13%. These figures 
represent only new groups set up and 
not additions to group contracts al- 
ready in force. 

April industrial sales were $609 mil- 
lion, up 6%, and for the four months 
totaled $2,225,000,000, a 2% decline. 


Knight Marks 50th Year 

Sales representatives, office per- 
sonnel and several officials from the 
home office of Federal Life & Casu- 
alty, gave a party last week for Gil- 
bert H. Knight, general agent at 
Cleveland, on the occasion of the 50th 
anniversary of the founding of the 
Knight agency. The Knight agency is 
now managed by Mr. Knight’s son, 
William A. Knight. . 


Fight To Bar NSLI 
Reopening Looms As 


Toughest One Yet 


Prospect Of Discussion In 
House Adds A Hazard Not 
Present In Earlier Tries 


WASHINGTON—Sen. Long’s pro- 
posal to reopen the sale of National 
Service life insurance is coming up for 
its fourth try and it looks as if NALU 
will need to do more grass-roots work 
than ever before to keep the measure 
from getting through Congress. 

No hope is seen by life insurance 
people for blocking the measures in 
the Senate, where the finance commit- 
tee approved it in executive session 
after refusing requests for public hear- 
ings. Sen. Long has 53 co-sponsors 
with him on the bill, so its passage is 
assured—in fact it may have been 
passed by the time this issue of THE 
NATIONAL UNDERWRITER reaches read- 
ers. 


Got Bulletin From Dunaway 


Following the finance committee’s 
action, state and local associations, re- 
ceived this week from NALU Gener- 
al Counsel Carlyle Dunaway a special 
bulletin alerting all the grass-roots 
workers to the urgent necessity of 
stopping the NSLI reopening measure, 
especially in the House, since it has 
apparently been impossible to make a 
dent in the solid Senate front. 

What makes the proposal more dan- 
gerous this time than in its previous 
three times at bat is that Sen. Long 
says he has been assured by Chair- 
man Teague of the House veterans af- 
fairs committee that if the proposal 
comes back to the House he will see 
that the House gets a‘chance to vote 
on it. Apparently this means that in- 

(CONTINUED ON PAGE 23) 








Chatting before the board meeting which followed the annual meeting of 





Health Insurance Assn. last week at Dallas: From left, E. J. Faulkner, Woodmen 
Accident & Life, James R. Williams, Health Insurance Institute; James T. 
Phillips, New York Life, and R. L. Paddock, Time of Milwaukee, the new HIA 


secretary. 
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Bid For Universal 
Control Fails In 
Stockholder Test 


JERSEY CITY—Plans of Shepard 
Board, chairman of Carolina Casualty 
and Carolina Home Life, to take over 
Universal were conclusively rebuffed 
in a test of strength at a special stock- 
holders meeting here. Occasion for the 
meeting was a Universal management 
proposal to increase the stock of the 
company from 75,000 to 112,000 shares. 

Mr. Broad objected to the stock 
dividend on the grounds that under- 
writing growth and profits in recent 
years did not justify the retirement of 
further surplus funds to capital. 

In a vote on the proposal, 65,710 of 
the shares voted supported the man- 
agement position while 5,708, held for 
the most part personally by Mr. Broad, 
opposed. 





Timing Important 


Although the timing of the special 
meeting evidently prevented § Mr. 
Broad from bringing all of the shares 
he represents to bear, the voting still 
appeared to show that the crucial 
holdings in the proxy fight were in 
the hands of the management. 

It .was understood that the Broad 
offer- was based on the assumption 
that shares held by the Bird family 
—except for those in the hands of S. 
Curtis Bird, president of Universal— 
would be sold to Mr. Broad. Some days 
before the meeting, however, these 
shares were sold to Eagle Star for 
about $600,000. 

Eagle Star is managed in the U. S. 
by the same group that has controlled 
Universal. 

With the issue no longer in doubt, 
another considerable block of shares, 
understood to be in the Broad camp, 
voted with the management. 


Charges And Countercharges 


Although the arrangement of power 
in the company had been clarified 
some time before the meeting, the day 
was not to draw to a close without 
sharp charges and counter charges be- 
tween the management and dissident 
stockholders. 

Mr. Broad explored the fact that the 
board of Universal met a few days 
before his offer to buy stock went out 
to stockholders. At that time no move 
was made to change the dividend, Mr. 
Broad pointed out. He therefore ques- 

(CONTINUED ON PAGE 23) 





Name Dowell “Sales 


J 4. 
Executive Of Year” 

Dudley Dowell, chairman of New 
York Life’s executive committee and 
executive vice- 
president, has 
been chosen’ by 
National Sales Ex- 
ecutives Interna- 
tional as “sales 
executive of the 
year.” He was 
chosen from a 
group of outstand- 
ing men in the 
sales and market- 
ing field nominat- 
ed by editors of 
leading business 
publications and was cited as the sales 
executive “who, through exemplifying 
the spirit of confident selling, has con- 
tributed to and inspired others in 





Dudley Dowell 


raising standards of living throughout 
the free world 


” 





Indiana Agents 
Name Loyal Wilson 
Man Of The Year 


In its two-day annual meeting in 
Indianapolis, Indiana State Assn. of 
Life Underwriters adopted a resolution 
blasting “profit-sharing” life policies; 
named Loyal B. Wilson, Mutual of 
New York, South Bend, a past presi- 
dent, “Hoosier Life Underwriter of the 
Year” and elected Charles A. McCotter, 
Northwestern Mutual, © Indianapolis, 
president. 

The resolution on “profit sharing” 
policies, drafted by the Lafayette as- 
sociation, charged that a number of 
companies have been offering what 
purports to be a special policy that 
will share on “company profits” and 
so “pay up” in six to 10 years. It was 
charged that the prospect for such 
policies is usually told he has been 
especially selected as one of a relative- 
ly few people who are being offered 
a chance to “get in on” the company 
profits. In passing the resolution, the 
association pledged the Indiana de- 
partment cooperation in eradicating 
what it alleged are unethical sales 
practices. 


List Featured Speakers 


Featured speakers on the program, 
which, a year ago, replaced the decade- 
old Indiana Sales Caravan, were Ro- 
bert Richards, Olympic  pole-vault 
champion; C. S. Oshner, Columbus, O.; 
Frank See, general agent emeritus, 
New England Life, St. Louis; and 
Grant Taggart, Cal.-Western States 
Life, Cowley, Wyo. 

Other officers elected at the meeting 
were Charles Ray, New York Life, 
Gary; Jack Peckinpaugh, Indianapolis 
Life, Muncie; Keith Bond, Western & 
Southern, Bloomington; Ruth Russell, 
Indianapolis Life, North Vernon, vice- 
presidents, and Loyal I. Wilson, son 
of the award winner, secretary. 

The meeting also voted to increase 
the association board from four to 12 
members and re-zone the state so that 
one corner of each zone, touches Indi- 
anapolis, which is located in almost 
the exact geographical center of Indi- 
ana. 

Date for the midyear meeting was 
set as Nov. 10-11 at Evansville and 
next year’s annual meeting will be 
held May 11-12, 1961, Indianapolis. 
Annual meetings are always held in 
Indianapolis, midyears rotating about 
the state. 


Fast Pace At Mass. Mutual 
Marks Kalmbach’s Initial 
10 Years As Its President 


President Leland J. Kalmbach of 
Massachusetts Mutual Life was hon- 
ored at a luncheon 
given by the exec- 
utive committee of 
the board of di- 
rectors on his 10th 
anniversary as 
president. 

During the dec- 
ade, the company 
grew more rapidly 
than during its en- 
tire first century. 
Its total insurance 
more than dou- 
bled, annual sales 
increased three-fold and assets grew 
from $1.4 billion to $2.4 b:llion. Divi- 
dend scales were boosted substantially 
five times during the decade. The com- 
pany entered its 110th year of opera- 
tion four days before Mr. Kalmbach’s 
10th anniversary. 





L. J. Kalmbach 
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Needn’‘t Be Star To Use 
MDRT Basie Sales Tall 


Though many Million Dollar Round 
Table members handle complicated 
types of sales, the basic-selling-pattern 
talks at the annual meeting of the 
Round Table held in Honolulu were of 
a character that made them usable by 
agents who never get into the ad- 
vanced types of selling. At the same 
time, the eight talks on basic sales 
methods proved interesting to ad- 
vanced salesmen, too. 

George W. Morris, Prudential, Ama- 
rillo, Tex., finds that investing not 
only in life insurance but in such 
things as common stocks, oil produc- 
tion, rental property, and an ice-cream 
drive-in have proved most helpful in 
recognizing some of the problems that 
people face in such businesses. 


Makes Selling Easier 


“It has made the job of selling life 
insurance much easier,” he said, “be- 
cause I can become specific in the 
discussion of other investments. For 
example, when someone mentions the 
fact that he wants to invest his money 
in something other than life insurance 
or that he wants to buy term and 
invest the difference, it becomes easy 
to say that this is a fine idea. 

“If we are speaking in terms of $30 


May 2 






to $100 a month in premiums jp 
manent insurance, and to buy | 
and have something in the nej 
hood of $30 to invest, this is 34 
12 months and in 10 years this am 
to $3,600, which is still not enous 
buy 100 shares of General ¥ 
stock. Usually I am able to show: 
little the difference is and if the; 
ket takes the same action that 
since the first of the year the ij 
ment may not only have made 
ing but perhaps lost some of 
original values. I try to point out! 
other investments are good, but 
make certain that we have ‘put 
things first.’ ”’ 

The successful young busines 
professional man aged 28 to 38 d& 
really believe he will die prematy 
nor does he think he will need tg 
solely on the annuity values in 
policies for retirement but he ea 
shown the value of life insurance) 
vehicle to accumulate venture cay 
said William M. Shelton Jr., New 
land Life, Los Angeles. Neverthe 
such a man is upset because he 
accumulated nothing, despite his: 
creasing income. 4 

“He would never have admitted | 

(CONTINUED ON PAGE 13) 





































Griffith Foundation 
Has New Officers 


New officers and trustees have been 
elected to head the Griffith Founda- 
tion for Insurance Education at Ohio 
State University. The foundation, 
which is administered from the col- 
lege of commerce and administation, 
sponsors insurance scholarships, re- 
search projects, publications, the In- 
surance Hall of Fame and other insur- 
ance education activities. 

The new president of the Griffith 
foundation is Arthur I. Vorys, former 
Ohio superintendent and now an at- 
torney in Columbus. David L. Bickel- 
haupt, associate professor at Ohio 
State, is executive secretary. James 
D. Hammond, assistant professor, is 
associate executive secretary. 

Other officers are: vice-president, 
Paul R. Gingher, president State Auto 
Mutual; secretary, Edward A. Stowell, 


Ohio superintendent of insurance; as- 3 


sistant secretaries, Lorin Schoephoer- 
ster, director of education and re- 
search State Auto Mutual, and Wil- 
liam C. Cook, president Republic- 
Franklin; treasurer, Chester O. Sulli- 
van, president Midland Mutual Life; 
past president, Gilbert Moody, Mutual 
of New York, Columbus. 

Newly elected industry members 
are: Douglas Avery, executive secre- 
tary Ohio Assn. of Insurance Agents; 
Frank L. Barnes, executive vice-presi- 
dent Ohio State Life; Paul E. Beuhler, 
president Beacon Mutual Indemnity; 
Edward C. Danford, second vice-presi- 
dent Mutual of New York; John A. 
Dodd, executive vice-president Buck- 
eye Union Fire; James E. Humphreys, 
executive director Ohio Insurance In- 
formation Service; D. M. Montgomery, 
secretary-treasurer and general man- 
ager Celina Mutual; Edwin S. Over- 
man, assistant dean American Insti- 
tute; Knox Stewart, assistant to the 
president Grange Mutual Casualty; 
William L. ‘Venable, assistant man- 
ager U.S.F.&G., Columbus. 





L. J. Balboni Heads 
N. E. Managers Un 


Lario J. Balboni, Metropolitan Uj 
Boston, was elected president of | 
New England General Agents & Ma 
agers Assn. at the annual meeting 
Swampscott. : 

Others elected were Walter 
Loper, Prudential, Springfield, 
vice-president; Greeley S. Buchar 
Phoenix Mutual, Manchester, N. F 
secretary; William R. Robertson, Mi 
sachusetts Mutual, Boston, trea 
Alder T. Hatch, National Life of Ve 
mont, Manchester, N. H., Lloyd 
Crandall, Phoenix Mutual, Provideng 
and M. Baxter Cummings, Penn Mi 
tual, Burlington, Vt., directors. 























CARL MITCHELTREE DIES @ 

Carl Mitcheltree, 72, who retired @ 
president of Columbus Mutual in 1956 
died in Columbus} 
O. He joined the 










company in 1917 
as actuary. He was 
elected _ assistant 


secretary and ac- 
tuary in 1924, sec- 
retary and actuary 
in 1930 and vice- 
president and sec- 
retary in 1933, 
which post he held 
until being named 
president in 1950. 
At the time he 
joined the company, insurance in force 
was $10 million and assets were slight- 
ly in excess of $1 million. 

Under Mr. Mitcheltree’s leadership, 
Columbus Mutual’s insurance in force 
grew to about $415 million and assets 
to $118,733,669 at the end of 1955, just 
previous to his retirement. He Tre- 
mained a board member until his 
death. Active in life insurance affairs, 
Mr. Mitcheltree was vice-president for 
Ohio of American Life Convention for 
1954-56. He was ‘also a member of 
several ALC committees. 





Carl Mitcheltree 
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The new IBM Electric 
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Costs more than a manual—or does it? 


You can modernize your manual typing sta- 
tions with IBM Electric typewriters for less 
than 2% of the yearly cost of maintaining the 
stations. Add the benefits of increased produc- 
tion, improved morale, better-looking work, 
and you’ll see why we say that this modern 


method of typing is actually the low-cost way. 


With the IBM Electric, typists can turn out 
more work because electricity does most of 
the manual labor, takes the drudgery out of 
typing. In addition, a large number of crisp, 
legible carbon copies is possible from just one 
typing, thus eliminating, in most cases, costly 
“double-typing.”’ With typing fatigue reduced, 


many companies report, typists’ morale is 
improved and employee turnover is reduced. 


The typing itself is always clean, sharp and 
uniform, unaffected by the variable touch of 
the typist, because electricity does the work. 
This is advantageous when a single large 
job is divided among several typists, and 
particularly important in the Life Insurance 
industry, where written communications or 
documents play such a vital part in everyday 
operations. Whether it be a Policy, Group 
Proposal or an Estate Plan, the IBM Electric 
will turn out a finished product that will be 
truly representative of your onganization. 


Dependable IBM service, too, plays an impor- 
tant role in saving you money on your type- 
writer investment. Courteous IBM Customer 
Engineers, thoroughly trained in every function 
of this precision typewriter, keep your IBM 
Electrics working at their very best for years. 


If you need still further proof that this fine 
electric is a sound investment, consider the 
fact that it consistently brings top trade-in | 
price. Then call your local IBM office and ar- 
range to have our representative demonstrate 


how the IBM Electric can 
keep your costs down. We IBM 
think you’ll be impressed. ® 


ELECTRIC TYPEWRITER DIVISION 








MDRT HAWAI'I MEETING 





Bradshaw, Hendley Show Concern 
Over Extremes In Today’s Scene 


President Thomas A. Bradshaw of 
Provident Mutual Life and President 
William S. Hendley Jr. of National 





T. A. Bradshaw 


W. S. Hendley Jr. 


Assn. of Life Underwriters, in their 
talks at the annual meeting of the 
Million Dollar Round Table at Hono- 
lulu, voiced concern over certain de- 
velopments in today’s life insurance 
picture that they regard as undesirable 
extremes. 

Mr. Bradshaw devoted much of his 
address to an analysis of the life com- 
pany federal tax law, but had some 
things to say about the currently con- 
troversial subject of jumbo and associ- 
ation group life cases. 

“I feel bound to say I share some of 
the misgivings expressed by some 
members of the National Assn. of Life 
Underwriters, when they decry the 
large amounts of coverage placed on 
the lives of the favored few individuals 
in certain group cases, and when they 
criticize the extension of group under- 
writing to loosely knit associations as 
distinguished from traditional em- 
ploye g-oups,” he declared. 

“Admittedly there is room for dif- 
ferences of opinion as to what should 


be the maximum group’ coverage 
available per individual, and as to 
what types of associations or relation- 
ships are properly insurable groups. 
Certainly these matters cannot proper- 
ly be resolved by inter-company agree- 
ments because of the prohibitions of 
the anti-trust laws. If limits are to be 
‘mposed, it must be done by legislation, 
or by the independent exercise of its 
own sound underwriting judgment by 
each individual company ... 

“If it be true that the best interests 
of the public require larger and larger 
amounts of coverage per individual 
under group plans and the extension 
of group underwriting to more and 
more types of groups and associations, 
then I doubt that these developments 
could completely be blocked solely by 
the argument that they will narrow 
the agent’s market for individual sales. 
This probably is no more realistic than 
would have been an attempt by the 
railroads in 1900 to outlaw or curtail 
the manufacture of automobiles. 


May Be Justification 


“On the other hand, there may well 
be justification for questioning the 
soundness and social desirability of 
some of the extremes currently seen 
in the group field. If a man is lulled 
into a feeling of security by having a 
large group policy, with the result that 
he feels no need for an ample insur- 
ance program of his own, then he and 
his family may suffer disappointment 
in the event of termination of the 
coverage. ‘ 

“We all know this could happen. A 
loosely knit association group coverage 
can result in unexpectedly high costs 
to the participants or unsatisfactory 
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claim experience to the insurance com- 
pany—or both—when and if the num- 
bers of new and young members join- 
ing the association do not come up to 
expectations. 


Can Be Valuable 


“Kept in proper perspective in the 
light of the necessarily cancellable and 
variable nature of this form of cover- 
age, group insurance can and does 
provide a valuable service. But its 
limitations should not be ignored, and 
to the extent that some of the present 
expansions are manifestations of ‘vol- 
umitis’, I cannot say I blame those in 
NALU who favor legislative limita- 
tions. 

“Some of these remarks may sound 
more in the nature of a sermon than a 
discussion of current developments. 
In making them, I assure you that I 
am not simply trying to point the 
finger at other companies. They are 
cause for concern in our company just 
as much as I think they should be to 
all companies engaged in our great 
business.” 

A vigorous plea for a return to 
greater sales emphasis on permanent 
forms of life insurance was made by 
Mr. Hendley. 

“I am not advocating a complete 
dismissal of term insurance,” he said. 
“There is a definite place for term. But 
when term and group become 45% of 
total life insurance in force, we must 
question whether it is being properly 
used. Our job as career life under- 
writers is not just to protect our clients 
with large amounts of low-cost insur- 
ance. 


Weakness Hidden—At First 


“Family security based-on this type 
of coverage appears very *&ttractive at 
the early ages—but itS* weaknesses 
become apparent later in life. Then it 
may be too late! Ours is: a business 
of selling living insurance! We sell 
not only to protect against economic 
disaster caused by untimely death but 








Establish and build your own Direct Agency— 





confuse them. 


sales methods and 


highly attractive agency appointments in select H set 


territories now available. 


particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


_REMEMBER—T'S EASIEST TO SEL 


Write today for full 


# eee y 


4 MET eee 
1h ARSE Sesks 


LET’S END 
THE CONFUSION 


Unless prospects know what we mean, we only 
Aware of this costly* problem, 
National Casualty makes sales aids. available 
that are geared to the prospect’s viewpoint. 

Yes—National meets the demands for modern 


Hospital and Surgical coverages for the In- 
dividual, Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 


quality Disability Income, 
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Baer Explains Coionig} 
Life's Training System 
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For Would-Be Manage, "i 


First noting that “a good Salesmay manent 


will not necessarily develop into a go 


yp and 


manager,” Robert L. Baer, 2nd yin gmount } 
president of Colonial Life, at LIAMa, reaches 2 


-annual combination companies con at that 2 


ference in Hollywood Beach, Fila, outd tection 1 


lined the plan his company follows in 
training assistant managers who 






possible 
are required 











prospective managers. 

Mr. Baer explained that Colonia), 
training for these men begins with A 
management school which has no sale) 
training material in its curriculum, but 
deals only with management Problems 
and places great emphasis on leader. 
ship ability. 

As a follow-up, three assistant map. 
agers are selected to act as fiey 
management consultants. When th 
schooling is completed, the three op. 
sultants check on the other assistay 
managers to determine how well th 
men have applied the fundamentay 
they have learned in school, compar; 
this later performance with their pre} j 
school performance. The assistant} ; 
manager’s system of operations jg: 
analyzed and a comparison is mag: 
with previous performance. 

The third step in the follow-up jf} 
the observance by the field manage. 
ment consultant of the assistant man. 
ager in all phases of his work, in both 
the field and the office. In the fing 
step, the field management consultant 
observes the agents who work unde 
the assistant manager to determi 
how effective he is as a supervisor, 

Mr. Baer said, ‘We are now in th 
second year of this program and ar 
convinced there is a payoff in it fo 
all concerned.” 
























against the economic hardships of 
living too long with insufficient funds” 

To say that inflation and the fear of 
inflation are having an adverse effec 
on the sale of the fixed-dollar values of 
life insurance is too quick and easy an 
answer, said Mr. Hendley, for in the 
last 10 years the assets of savings and 
loan associations have risen 300%, 
while assets of life companies have 
risen about 100%. 

“Although life insurance sales have 
risen dramatically in the past 15 years 
we’ve lost much of the _ investment 
market,” he said. “But during the very 
period when the emphasis of ou 
approach seems to have changed te 
ward protection only, other invest- 
ments have been offered and sold in 
terms of savings and investment—the 
very terms we’ve relegated to second- 
ary importance to the definite disad- 
vantage of our policyholders. 

“It is time for us to return to the} 
traditional concepts of life insurance. 
The savings and investment factor 
must again become the basic point of 
our sales approach.” 
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American United Life Holds HO 
Executive Workshop, Risk Semina 

American United Life held an & 
ecutive workshop and a risk selectidl 
seminar at its home office. Workshop 
topics included duties and responsibil 
ities of the board, corporate hous 
keeping, investment policies and 4 
ministration, field and home office 
operations. Seminar topics included it 
spection, examiner problems, basics d 
underwriting, occupations, the med 
cal director, A&S insurance, policy 
sue, claims, reinsurance and home 
fice procedures. 


Insurec 
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Occidental Life, Cal., 


>i 0nij . 
nial Offeriag New Contract 
YStem [occider.tal Life of California has in- 
uced a new life modified at 70 
TALAgen trance plan. Level-premium, per- 
cl Salesman manent insurance, it has cash, paid- 
) intoa Boog up and extended values. The face 
*, 2nd Vice] gnount reduces in half when insured 
at LIAMAd aches age 70. The drop in face value 
Danies con J ¢ that age—when the need for pro- 
h, Fla, ou iection may have decreased—makes 
Y follows jn} ssible a premium rate lower than 
rs who ard quired for whole life. 
Insured has, however, an opportuni- 
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LIFE INSURANCE EDITION 


ty to keep the full amount of cover- 
age, if at any time before age 65 he 
exercises a change clause in the con- 
tract. The plan is then changed to 
reduced paid-up life. The additional 
insurance—the difference between the 
face amount of the original policy 
and the amount of reduced paid-up 
insurance—will be issued without 
evidence of insurability and will be 
non-participating whole life or en- 
dowment. This will be issed at the 
rate then in effect at the attained 
age. 

According to the company, age 70 


was selected because it covers the 
life expectancy of a large portion of 
the insurance market and because the 
average man’s needs for insurance 
decrease materially by the time he 
reaches that age. Monthly income 
disability and waiver of premium are 
optional. Issue age is from 16 to 60. 

Grange Mutual Life’s home office 
building under construction at Nampa, 
Ida., will feature colored porcelain, 
enamel and glass. Located on an entire 
city block, cost will run approximately 
$300,000. 





Could They Go It Alone? 
State Mutual’s PLANNED LIVING Insurance Says ‘Yes’ 


Out of a century of experience, State Mutual of 


America has produced Planned Living, a new idea, 


a fresh concept of helping you identify, measure 
and plan for the present and future financial needs 
of yourself and your family. Simply and surely it 
shows you the kind of personal insurance protection 


you need most and how much. 


Planned Living provides .. . savings while you are 
living, working and well... security for your family 
in the event of death ... continued income if you 
are disabled . . . money to help pay for illness or 
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Finance Firm Buys 
Southern General 


General Acceptance Corp. of Allen- 
town, Pa., has purchased Southern 
General of Atlanta. General Accept- 
ance owns control of Stuyvesant; 
American Financial Life; and Towles 
& Co., which operates National Mutual 
Assurance of Allentown. 

Coastal States Life’s agents turned 
in applications totaling $2,165,359 on 
May 12 in commemoration of the com- 
pany’s 21st birthday. 















































Every Family Needs a PLAN 





accident . . . guaranteed income for retirement. 


Planned Living puts the coverages you most need 
into one package that can be purchased on a con- 
venient monthly budget plan. It is offered exclu- 
sively by State Mutual of America, one of the na- 
tion’s oldest and strongest life insurance companies. 


The man to see about Planned Living is your near- 
est State Mutual agent. Call or write him now. Let 


him help you. Or, if you prefer, write to us here 
in Worcester, Massachusetts. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 @ Over $3 billion of Life Insurance in force @ LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT @ GROUP 
Investing Over $2 Million Each Week for the Growth of American Enterprise 
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Chapman Gives Chapter And Verse Of Life 
Problems At Combination Companies Meet 


Manpower, persistency, and costs 
and profits are vital problems to the 
life insurance industry today, Lewis 
W. S. Chapman, director ef company 
relations of LIAMA, told the LIAMA 
combination companies conference at 
Hollywood Beach, Fla. 

“We recognize that recruiting is al- 


ways difficult but I want to remind 
you that this problem will be an in- 
creasingly difficult one because of the 
shifts in population distribution. Our 
agents are in the 25-40 age group and 
this is where there is a decrease in 
population. There is also increasing 
competition for men in this age group 





Here’s how 
Ohio National Life 
Agents 


TURN TIME 


... into 


MONEY 


GOLDEN 
ANNIVERSARY 
RATE BOOK 
OFFERS 
GOLDEN 
OPPORTUNITIES 


Increased Dividends 

Our fourth in six years. They mean 
greater sales opportunities... 
lower net cost to policyowners. 
New, Low Cost Econolife 

Has all the sales pluses...low 
guaranteed rate whole life plan 
...excellent cash, loan values... 
unlimited market. 

2 New Family Plan Riders 
Attractive supplementary benefits, 
including availability to the ‘‘one 
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parent” family. May be added to 
new or existing Ohio National Life 
policies. 

Competitive Annuities 
Immediate annuity single premi- 
ums and retirement annuity net 
costs drastically reduced. 
Guaranteed Purchase Option 

This low-cost rider keeps lots of 
doors open. 


See how these and many other 
changes in Ohio National Life’s 
1960 Golden Anniversary RATE 
BOOK can show you the way to 
increased sales and commissions. 
If you’re a full-time agent with 
another company, we solicit your 
surplus business only. 
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HeNATIONAL UNDERWRITER. 


from all companies and from outside 
our business. The urgency of this 
shortage points up the need for careful 
planning and even greater manage- 
ment skill in recruiting, training, and 
supervision, to get better men, keep 
them longer, and make them more 
successful.” 


Suggests Three Means To End 


As means that might be used to ac- 
complish these goals Mr. Chapman 
mentioned LIAMA’s new edition of 
Recruiting Career Men, just made 
available, its Combination Inventory 
(selection procedure for combination 
agents), and LIAMA research person- 
nel who will help individual compa- 
nies adapt it to their company pat- 
tern. Mr. Chapman also suggested that 
the combination companies sales ex- 
ecutives present consider greater use 
of precontract orientation. 

“Persistency is the second problem 
area today,” Mr. Chapman said, “and 
it should be given careful appraisal 
and attention.” He pointed out that 
there is too much talking about per- 
sistency and too little done about it. 
He was encouraged, however, that 
more recently companies have taken 
action. Several companies, for ex- 
ample, are putting more persistency 
factors in their contracts and conven- 
tion requirements. 


Matter Of Attitude 


“Persistency is a matter of attitude, 
your attitude at the home office, the 
attitude of your managers, and the 
attitude of your agents. Persistency is 
determined at the time and in the way 
the business is sold. This means that 
better recruiting and selection, and 
better training affect persistency of 
business.” 

Mr. Chapman said that the third 
problem area is that of costs and prof- 
its. The speaker cited several factors 
which he feels are driving costs up. 
The first one he mentioned is the lev- 
eling off of the weekly premium debit. 

“Formerly many companies financed 
everything out of weekly premium 
income, but now MDO and ordinary 
are increasing and weekly premium 
is barely holding its own,” he said. 
“Where the trend is away from week- 
ly premium business, and there’s no 
sign of a reversal, a change in policy 
would seem to be a must.” 


Financing Costs More 


Another factor driving costs up is 
the financing of new men, Mr. Chap- 
man said. Starting salaries are rising 
to meet the competition in other com- 
panies and in other industries. He 
pointed out the necessity for develop- 
ing a manpower program to match 
this increased expenditure so that it 
will be an investment and not an ex- 
pense. 

“Increased salaries for field man- 
agement and home office personnel 
present another cost factor of vital im- 
portance,” Mr. Chapman said. “If we’re 
going to pay out this money we should 
make sure we’re doing all we should 
to help these field managers by giving 
them good training and supervision.” 

He pointed out that here LIAMA 
can be of great help with schools in 
agency management, various. study 
courses, and the pre-staff orientation 
program. “This latter,” he said, “is a 
tool you can’t afford not to put to work 
for you.” 

Other factors to be considered in the 
cost area, according to Mr. Chapman, 
are decreasing average ordinary pre- 
miums per $1,000, and the opening of 
more channels for getting ordinary 
business. 

“All of this increase in costs points 
up the challenge to companies to take 
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N. Y. Life Prom ote, naic 
Bissell, Sternhell, |* 
Others To New Posiifi 


New York Life has promoted Mz. 
shall P. Bissell, vice-president, to Vite. 
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president and associate comptrolle 
Charles M. Sternhell, 2nd _ vice-preg. 
dent and actuary, to vice-president anj 
actuary, and Charles E. Grody, gener 
auditor, to executive officer status, 
John F. Gleason, assistant gener 
counsel, becomes a 2nd vice-president 
and Edwin M. Jones, counsel, is nama 
assistant general counsel. Edward W 
McPherson, 2nd _ vice-president, yj] 
direct the activities of the generq 
service departments, which were fo. 
merly Mr. Bissell’s responsibility, 













Actuaries Club Chairman 


Mr. Sternhell joined New York Life 
in 1951 as an executive assistant after 
15 years in various phases of actuarial 
research with Metropolitan Life. He is 
a fellow of Society of Actuaries an 
chairman of Actuaries Club of New 
York. 

Mr. Grody, for more than 10 years, 
had been in charge of field audits of 
the liquidation bureau of the New 
York insurance department, when he 
went with New York Life in 1945. 

Mr. Gleason became a New York Life 
tax attorney in 1948. Before that he 
was an FBI agent. 

Mr. Jones has been with New York 
Life since 1952, specializing in tax and 
corporate law. Before that he was with 
the New York law firm of Dewey, Bal- 
lantine, Bushby, Palmer & Wood. He|New Yo 
is chairman of the section on taxa-|4ssn., Ne 
tion of the insurance and annuities|Wtiters / 
committee of the New York State Bar| life Und 


Assn. 

T. P. Harris, president Chicago Met- Slate C 
ropolitan Mutual and president Na- (By Nev 
tional Insurance Assn., has filed suit ie ne 
against the city of New Orleans be- ilies of 
cause he was refused service at the Willers A 
city’s airport. Mr. Harris asserts he dies 0 
was refused service because he/ gg) ¢) . 
was a Negro, an act he contends vio- the slate 
lates his constitutional rights. U. $. ation’s an 
District Court Judge Christenberry set Romnins 
June 1 for a hearing on the suit. Harry Ph 
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constructive action and not depend too 
much on the weekly premium debit to 
finance and supervise men,” he said. 
“It calls for a greater investment in 
good manpower, particularly in man- 
agement manpower. This is costly in 
itself, but it should pay off over the 
long haul. There should also be a Te 
consideration of company objectives 
and policies to bring them more into 
line with the changing situation and 
new problems of the ’60s. 

“Most of all, it calls for long-range 
planning to meet the challenge of the 
60s. This means hard work, an 4ap- 
praisal of where you are now 
what you are doing; a _ care 
thought-out plan of action as to where 
you want to go and how you plan 0 Meara 
get there and the assignment of au Schaumb 
thority and responsibility to see to it and B. Y 
that you accomplish your objectives. setts Mut 
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madian Health Insurance Assn. Holds 


w Posulfirst Annual Meeting; Elects New Officers 


cat | Canadian Health Insurance Assn. at 
* hos ® first annual meeting, held at To- 
“ into, elected Frank A. Walton presi- 
He is executive vice-president 
charge of Canadian operations of 
1 Benefit H.&A. 
R. H. Reid, president and managing 
director London Life, Ontario, was 
samed vice-president, and Hartley D. 











come a time when so much of our 
tax income will be needed by govern- 
ment for welfare services that the 
development of our economy will have 
to be slowed or even left to stagnate,” 
he warned. “. . . Canada must have 
funds available for the continued de- 
velopment of our natural resources and 
our industries, which also means gov- 


ernments must retain sufficient tax 
revenues to provide those services es- 
sential to this development.” 

The speaker noted that the majority 
of Canadian policyholders in the A&S 
field, especially in group, are applying 
for semi-private hospital coverage 
plus comprehensive and major medical. 
This is evidence that a great number 
of Canadians wish to provide for the 
cost of health needs through their 
own private efforts, said Mr. Macdon- 
ald. He also noted that Canadian 
insurers were developing broader cov- 
erage, especially for the senior citi- 


7 


zens who are over 65 years of age. 

fn 1952 in the U. S. one of every 
four citizens over 65 had health in- 
surance and today this has risen to one 
out of two, he stated. Since 1952 total 
population coverage has grown from 
six’ out of 10 persons to more than 
seven out of 10. This is in addition to 
the 15% of the population classified as 
indigent receiving government assis- 
tance. 

During the same period in Canada 
there has been an equally encouraging 
trend for continuance of coverage after 


(CONTINUED ON PAGE 19) 
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airn, general manager for Canada 

of Prudential of England, honorary 
er. W. Douglas Bell of Toronto 

gntinues as managing director. 

J. K. Macdonald, Toronto, retiring 
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rport said private health insurance 
must continue to expand or Canadians 
nn the risk of becoming second or 
hird class citizens. “We must turn 
wr attention to developing, in coop- 
gation with other interested groups, 
m affirmative alternative to gov- 
emment health insurance and state 
medicine,” he said. 

“If the demand for increased state 
welfare care grows, there will surely 












Clancy Connell Celebrates 
ith Year With Provident 
Mutual And 70th Birthday 


Clancy D. Connell, general agent 
emeritus of Provident Mutual Life at 
New York, celebrated two important 
anniversaries at the home office—his 
4th year with the company and his 
1th birthday. Mr. Connell is presently 
attached to Provident Mutual’s central 
New Jersey agency at Westfield. 

At the combined celebration, Thomas 
A. Bradshaw, president, presented Mr. 
Connell with a leather desk set and 
Eugene R. Hook, manager of the cen- 
tral New Jersey agency, presented the 
former general agent with three vol- 
umes of letters from business associ- 
ates and friends. 

Mr. Connell is past president of 
New York City Life Underwriters 
Assn, New York State Life Under- 
writers Assn. and National Assn. of 
Life Underwriters. 
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By New York City Agents 

The nominations and elections com- 
mittee of New York City Life Under- 
writers Assn. has prepared a slate of 
officers and director nominees for the 
1960-61 administrative year. Voting on 
the slate will take place at the associ- 
ation’s annual election meeting June 2. 
Nominated for officer posts were 
Harry Phillips III, Penn Mutual Life, 
president; Robert I. Curran Jr., Mas- 
sachusetts Mutual, administrative 
viee-president; Bernard S. Bergen, 
Mutual Trust Life, educational vice- 
president; Alfred S. Howes, Connecti- 
tut Mutual Life, membership vice- 
president; Benjamin L. Stern, New 
England Life, public relations vice- 
wesident, and Gerald H. Young, Pru- 
iential, treasurer. 
Nominated to serve as directors 
vere Leo Bayard, Union Central Life; 
Herbert L. Lee, Prudential; David N. 
Sugarman, independent; John H. 
Ames, Mutual Benefit Life; Charles N. 
m, Union Central Life; Shelley S. 
Goren, Mutual of New York; Murray 
8. Klein, Metropolitan Life; Stuart K. 
er, Mutual Benefit Life; James J. 
eara, John Hancock; Charles 
umburg Jr., Metropolitan Life, 
find B. William Steinberg, Massachu- 
setts Mutual. 








A LITTLE NIPPER brings big responsibilities . . . and MONY’s ‘ADD-ON’ 
helps your clients meet them. There’s a basic MONY policy to cover 





immediate needs, and there’s a discount if the face amount is $5,000 or 
more. New needs can be met by adding on riders to the MONY policy. 


WHY MONY’s ‘ADD-ON’ LIFE INSURANCE 
MEANS PROFITABLE REPEAT SALES FOR YOU 


‘ADD-ON’ helps you build a continuing clientele. 
You sell your client a basic MONY policy, tailored 
to his needs by adding on low-cost MONY riders. 
Later, as his needs change and grow, he adds on 
additional riders (subject, of course, to MONY’s 





CHILDREN’S EDUCATION. ‘ADD-ON’ can 
help your client guarantee money to 
send his children to college if he’s not 
here. ‘ADD-ON’ builds protection for 
clients, profitable programming for you. 


underwriting requirements). There are 10 different 
‘ADD-ON’ riders. They cover a wide range of needs, 
and most of them are convertible to commission- 
building ordinary life insurance plans. Find out 
how ‘ADD-ON’ can increase your sales right now. 





4 HOW amg 
FREE BOOKLET TELLS eauals, 
ABOUT MONY’S ‘ADD-ON’ — 


MONY, Dept. NU-56, Broadway at 55th St., 
New York 19, N.Y. 





Please send____copies of MONY’s 
free ‘ADD-ON’ booklet. 








Name. 
Address. 
Zone or 
City County __State 





Brokerage Name 


Mawar 6.- New York os 








LIFETIME RETIREMENT INCOME. A new 
MONY ‘ADD-ON’ rider, added to your cli- 
ent’s basic MONY policy at issue, can help 
assure him of a more comfortable retire- 
ment income—one he cannot outlive. 


The Mutual Life insurance Company Of New York, New York, N.Y. 


Soles and service offices located throughout the United Stotes and in Conode © 
fe Ube, Accident & Sickness, Grovp tnewrance, Pension Flom, SIOBIY TODAY MEANS MN@RIEY TOMORROW! 
é 


















MDRT ANNUAL MEETING 





FieNATIONAL UNDERWRITER 


Lawyer, Two Agents Give Tips On 
Estate, Employe Benefit Planning 


Estate and employe benefit planning 
were the subjects of three talks at the 
annual meeting of the Million Dollar 
Round Table, held in Honolulu. ; 

Richard H. Forster, partner in the 


ideas, but warned that all of them 
should be used only as a means of 
getting a prospect or client to talk 
over their applicability with his law- 
yer: 


a closely held corporation. 

2. Use of charitable remainder to 
cut down estate tax at the death of 
the first spouse. 

3. Use of gifts in contemplation of 
death, so that even if death occurs 
immediately after the gift is made, 
there will still be a substantial saving 
in estate taxes. 

4. Use of alternatives to complete 
buy-out of a business interest. 

5. Use of no agreement to redeem 
stock at the death of a majority stock- 





Los Angeles law firm of Forster & 
Gemmill, offered 10 estate-planning 


1. Use of preferred stock to freeze 
the value of a stockholder’s stock in 


holder. 
6. Use of a corporation for the busi- 


SUCCESS STORY OF A $75,000,000 PRODUCER... 


HAROLD: T. DILiGN, PRESIDENT 
| .fe Member MDRT 





WARREN S. GRIFFIN, CLU, VICE-PRESIDENT 
Life Member MDRT 


A TRIBUTE TO THE DILLON-GRIFFIN AGENCY of GEORGIA and FLORIDA... 
44 vi 
where success breeds success 


National Life is proud to pay this tribute to the Dillon-Griffin 
Agency for its outstanding 1959 production record of over 
$75,000,000 paid-for business — not only the company’s top 
producer for the year but probably tops for the industry. 

What makes this Georgia-Florida organization with its 41 
MDRT members tick? Among other things, intensive indi- 
vidual training and supervision at the agency level in both 
basic and advanced underwriting techniques backed by basic 
and advanced Home Office training schools and seminars. 
An important part of the success pattern is the availability 
of a broad variety of prestige- building sales aids including 
an impressive library of audio-visual sales film presentations. 

The result? Success breeds success. The new man coming 
into the agency first of all is carefully selected as to his ap- 
titude for the business, and then he is trained and supervised 
by men who are Million Dollar producers. A wealth of prac- 
tical sales ideas and techniques cannot help but rub off on the 
newcomer as he works shoulder to shoulder with top notchers. 

With over 58% of the agency’s full-time career under- 
writers members of the MDRT, average production amounts 
to $1,152,000. The fact however is that practically every agent 
is a substantial producer even though not a member of MDRT. 
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: 1850 e A MUTUAL COMPANY + OWNED BY ITS POLICYHOLDERS 


A substantial number of the Dillon-Griffin men are already 
CLU’s and a number of others are in the process of com- 
pleting their CLU work. 

Another point: Recognizing the need for prompt and effi- 
cient service for its 70 career underwriters operating out of 
Atlanta and 2 district offices in Georgia and 3 in Florida, 
here are some of the Dillon-Griffin “extras” that have in 
no small measure contributed to the success of the Agency: 


1. Daily telephone service to the Home Office Under- 
writing Department concerning pending business 

. Liberal secretarial allowances 

. Well-furnished private offices for each agent 

. A well-organized Planning Department 

. Retainer of the finest counseling service available to 
assist in the analysis of the more important estates 

. Liberal social benefits including substantial group 
life coverage, hospitalization and major medical, 
agents’ pension plan, etc. 
And last, but not least —National Life’s portfolio of ex- 

tremely flexible contracts and its enviable position as a 

highly competitive low net cost company. 
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ness assets of a professional nap 
7. Use of a term trust for the ; 
port of an elderly person. m 
8. Use of a revocable liv.ng thus, 
for the elderly. 
} 9. Use of a living trust as the ben, 
ficiary of an employe benefit plan, : 


10. Use of the wife as a help inf! 


estate planning. 

The more an agent involves himsej 
in fringe benefits the more he Teallizes 
that the real payoff is in the 
and attitudes of the clients’ employes 
said H. L. Wilson Jr., New Englang 
Life, Minneapolis. 7 
“It probably isn’t the job of th 
insurance agent to do the actual inde 
pretive communicating of these bene. 
fits to the employes,” he said. “] Po 
however, that the agent has one de. 
finite obligation. He must point pe 
management that returns on hens 
investments will be in direct propo, 
tion to the communications efforts A 
forth by management. ” 
Needs Continuous Efforts 


“Management must be made to Teal. 
ize that these efforts must be ¢gp. 
tinuous. Their objective should be to 
keep alive for each individual employe 
an image of just what these benefit; 
mean to him and his family. Withoy 
this kind of communicative interpre. 
tation, benefits are just so many dul. 
reading pieces of paper in the hands 
of those who receive them.” 

Because of this, Mr. Wilson las 
January organized Employee (Con. 
munications, Inc. It offers to manage. 
ment what he termed “the finest pro- 
fessional communications counsel anj 
service available anywhere.” 

“We are already serving clients jp 
the field of management-employe con. 
munications,” he said. “This compre. 
hensive service includes communica- 
tions to and among all types of em- 
ployes: management executives, sales. 
men, production workers. They are all 
employes with a desperate need t 
know—and to know how to communi- 
cate.” : 

Describing his system of “total fi- 
nancial planning,” Harry Greensfelder 
Jr., independent, St. Louis, said: 

“Perhaps the most important single 
concept we must convey and communi- 
cate both to the mind and to the heart 
of our client is this: that this is a 
‘do-it-yourself’ project. He is the cap- 
tain of his financial planning—not we. 
not his attorney, not his accountant 
not his board of directors. 

Used To Making Decisions 

“Our client is used to being the 
decision maker, but in this field, in 
which he is so personally and sub- 
jectively involved, he finds this more 
difficult to accept. We force-feed this 
because we know we will give him 
business-like judgments and we want 
him to make business-like decisions. 
When he goes over the demonstrator 
(a series of charts), and when we then 
collect the information, he is some 
> Ween by the breadth and depth 
of it. 

“We point out to him that the tax 
laws, inflation and other economic 
signposts of the time have made this 
project, for the man who has already 
achieved substantial: economic coMm- 
petence in the way of estate and in- 
come, more important than anything 
else he can do.” 


Chicago Life Assn. Sets Annual 
Chicago Assn. of Life Underwriters 
will hold its annual meeting June 16 


at the Morrison Hotel. John A. Lloyd. } 


president Union Central Life, will b 
the principal speaker. Oliver R. AS 
pegren Jr., general agent Ohio Ne 
tional Life, is program chairman. 
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“Life insurance will play an increas- 
ingly important role in the fascinating 
yorld of the fu- 
re,” Byron K. 
flliott, president of 
John Hancock, told 
hecompany’s 
Agency Leaders 
meting at the 
queen Elizabeth 
Hotel in Montreal. 

“Discovery and 
said. “y feel adventure are the 
has one de. gecial province of 
point out 4, gif-reliant, enter- 
> On benefit prising men _and 
rect women — indi- 

Propor. | ide themselves on stand- 
S efforts py viduals who pri 
Put ing on their own two feet. And that 
means men and women who intend to 
take care of their own and handle their 
own affairs—men and women who will 
want and need life insurance,” he said. 
“you and your fellow agents have 
an essential quality for the selling of 
life insurance for which there can 
never be a substitute. That is your 
sbility to assess your client’s needs 
inthe light of your individual experi- 
emcee and understanding; to create a 
program exactly suited to his require- 
ments, and, above all, to paint for him 
aword picture of the future that con- 
yinees him of his need for the plan 
you have suggested. 


Will Provide Capital And Security 


“We intend to play a major role in 
this great new age. We will provide 
the new life insurance services its 
changing needs will require. Through 
our investments, we will provide a 
substantial share of the financing it 
will need to make its promises come 
tue. And we will continue to insure 
the security and independence of 
American families with a combination 
of great financial strength and human 
understanding.” 
Mr. Elliott also announced the crea- 
tion of the President’s Round Table, a 
leading producers organization. Medal- 
lions to 41 men who unknowingly 
qualified for the new organization 
were presented by Mr. Elliott. 
Production awards went to Willis 
E. Davis, Louisville, who led in ordin- 
ary volume for the 11th consecutive 
Ya year, and Stanley Raskin, Fort Worth, 
being the} who led new 1959 agents with almost 
S field, it} million of business in his first 11 
and sub-| months. Other leaders were Harry S. 
this mor] Pressler, Cincinnati, total volume and 
e-feed this) iota) premium; Charles O. Jennings, 
give hil!tos Angeles, ordinary premiums; Har- 
i we wally D, Seybert, Baltimore, ordinary and 


decisions |iiota) lives, and Simpson G. Martin, 
monstrator 
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lincoln Income Plans 
100% Stock Dividend 


| Subject to stockholder’ approval at 
special meeting June 8, Lincoln In- 

tome Life directors have proposed a 
10% stock dividend to be paid to 
itockholders of record June 3. Ac- 
‘ording to John T. Acree Jr., president, 
he directors intend to put the stock 
ma 10-cents-a-share quarterly cash 
lividend basis beginning in November 
‘td declare a 5% annual stock divi- 
(end beginning in 1961. 

The company has been paying a 
tash dividend of 50 cents a share in 
January and a 10-cents-a-share year- 
tnd extra in November. For the last 
SX years a 6% stock dividend has 
been declared each year. 
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LIFE INSURANCE EDITION 


fllictt: Life Insurance To Assume 
4 More Important Role In Future 


Dallas, leader of new 1958 agents. 

George Vinsonhaler, general agency 
vice-president, also predicted a bright 
future for life insurance, saying, “The 
years ahead are marked for a popu- 
lation explosion which will lead to 
growth in the life insurance industry 
such as we have never before experi- 
enced.” 





THE 


NAME 


iT’S TIME FOR 


It’s high time for every one of us to sound off loud 
and clear about the incomparable values that make 
life insurance ‘‘good property for all . . . the only 
property for most... the best property for many.” 


We are being out-promoted and out-sold in com- 
petition for the family-man’s dollar by other in 
vestment and savings industries . . . 
at the expense of sound family protection. 


To help our field force tell that story more effec- 
tively, we at Minnesota Mutual have produced a 
challenging new booklet, ‘Today for the Ordinary 
Man, the Only Way.” It is an effective presen- 
tation of the investment advantages of life insurance 
. . . told in a way the family man can understand. 


We’ve had so many requests for copies that we have 
decided to make it available to any life insurance 
man for his personal use, regardless of company affil- 
iation. Use the coupon below to request your copy, 
enclosing 25c to partially cover costs. 


MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 
Victory Square— St. Paul 1, Minnesota 


Davis W. Gregg, president of Amer- 
ican College, told the Hancock produc- 
tion leaders that never before in his- 
tory has permanent life insurance 
been a better buy for the American 
public than it is today. He based his 
analysis on the following reasons: 

—Life companies are financially 
strong with extremely well diversified 
investment portfolios, and those who 
save through life insurance can be 
certain of the ultimate return of their 
savings. 

—The yield on fnds invested b> 
life companies is very high, a benefit 






passed on holders of permanent 
life policies. 
—Individuals and families have 


never before so badly needed the mag- 
ic of premium payment compulsion to 
make them save instead of spend. 


Other Speakers Listed 


Other speakers at the meeting ii - 
cluded R. Radcliffe Massey, gener: 
agency vice-president; Ralph G. Nich- 
ols, professor of marketing and com- 
munications of the University of Min- 
nesota and Willis Tate, president of 
Southern Methodist University. 


SOME OF THE FACTS 
PRESENTED IN THIS BOOKLET 


all too often 


@ The surprising difference between taxable 
income and “keep-home” pay. 


@ The ordinary man today can neither earn, 






nor keep, interest as his grandfather could. 


@ The harder the ordinary man tries the more 
unattainable financial independence 
becomes. 


@ With life insurance the ordinary man can 
have income today—and yet, taxwise, have 
no income. 


@ Why life insurance provides tax-preferred 
property when it matures, whether by re- 
tirement or death. 


NU 


Please send me a copy of ‘Today, for the Ordinary Man, 
the Only Way.”’ | am enclosing 25c to partially cover costs. 
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Changes In The Field 


Nw National 

D. M. Wolkoff has been appointed 
manager of a new agency at St. Paul, 
the second in that city. Mr. Wolkoff is 
the son of Harry K. Wolkoff, veteran 
Northwestern National producer, who 
will be associated with the new agen- 
cy. He is a graduate of the North- 
western National’s agents’ training 








Bes ote 








school and has been enrolled as a 
supervisor in its field management 
training program. 


Ohio National 


D. A. Crosier has been appointed 
general agent in Lincoln. The agency, 
at 303 Stuart Building, will supple- 
ment the facilities already available 


a For our field force... 






















First-Year Encouragement 


Bankers Life of Nebraska, as part of its program of giving an extra 
measure of recognition to its sales representatives at every level of 
achievement, has created a new honor exclusively for those in their 
first contract year in the life insurance profession. It is the President’s 
Club, with an accompanying home office seminar. 


Production requirements for membership in the club take into con- 
sideration the fact that the first-year man is still “feeling his way.” 
Nevertheless, they are high enough to inspire a real sense of achieve- 
ment in those who qualify. 
This extra measure of recognition at every level is one of the many 


ways in which Bankers Life of Nebraska provides incentive to its 
field force. 


ae 


in Lincoln through the Ruehle agency. 
Mr. Crosier was formerly with North- 
western National Life as manager at 
Lincoln. He has been active in the life 
business since 1951. 


Berkshire Life 


F. A. Lally has been appointed 
manager of the life department of the 
Marshall ageney at Newark. He has 
been secretary-treasurer of the Belber 
agency of Continental Assurance at 
Newark and before that was office 
manager for Continental at New York. 








BANKERS LIFE OF NEBRASKA 


LINCOLN 
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Connecticut Mutuc! 


W. E. Clark has been appoir ied gen. 
eral agent and H. J. Ransom 4SSOciate 
general agent in New York City, gy. 
ceeding J. M. Fraser, who is retir; 
June 1 after heading the agency fy 
30 years and being connected with jt 
since 1919. The agency will be kn 
as the Ransom-Clark agency. 

Mr. Clark joined the agency in 194g 
and became supervisor in 1947. He ; 
a director of New York City Life Un. 
derwriters Assn. 

Mr. Ransom joined the agency in 
1919, later becoming supervisor. yy, 
Fraser was from 1928 to 1930 co-gener. 
al agent with his brother, Peter y 
Fraser, who was for many years preg. 
dent and later chairman of Connecticy 
Mutual until his retirement. y; 
John Fraser, the agency led the cop. 
pany in sales for 20 consecutive year, 
Until recently it was the company, 
largest agency. He is past president og 
the New York City Life Managers 
Assn., and since 1945 has been perma. 
nent secretary of the Round Table 
organization of New York gener 
agents and managers. Until recently 
he was a director of the South Nassay 
Community Hospital on Long Islanj 
and the Caledonian Hospital in Brook. 
lyn, and he has been active in othe 
philanthropic and civic activities, 


Patriot Life 

Professional Estate Programs, Ine, 
has been appointed general agent at 
New York with Robert Edwards a 
manager and Moe Stern as supervisor, 
Mr. Edwards has been general agent 
for Security Mutual of New York and 
before that was associate general 
agent of Manhattan Life. Mr. Stern has 
been with New York Life, New Eng- 
land Life and Security Mutual of New 
York. 


Colonial Life 
H. J. Bidigare Jr. has been ap- 
pointed resident superintendent in De- 
troit. He has been a supervisor with 
New England Life at Harper Woods, 
Mich. 


United States Life 
J. E. Feeney has been appointed 
manager of the Paramount agency at 
New York. He has been brokerage 
manager for Continental Assurance. 


American United 


Irving Cooper has_ been _ named 
manager at Bogota, N.J. He has 
had previous experience with Equit- 
able Society and Mutual of New York. 


Occidental Of Raleigh 


J. P. Weber and K. V. Wyatt have 
been appointed managers at Lake 
Charles, La., and Burlington, N. C, 
respectively. 


Life & Casualty 
W. T. Williams, regional sales di- 
rector for the Mississippi Valley divi- 
sion, has been promoted to district 
manager at North Houston, Tex. 


Indianapolis Life 


R. J. McCain has been appointed 
general agent in Wausau, Wis. He has 
been in the business since 1953. 


General American 
H. W. Edgar has been appointed 
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general agent at Sullivan, Mo. He if ae Ar 


previous experience with Capitol Life. 


Security-Connecticut Life 
Appointed supervisors are H. W. 
Haas, Orange, N.J.; Earl Kelley, Pitts 
burgh; J. E. Maynard, Detroit; Alex- 


kircher, 
thaud, 

James ( 
R. Flig 
named s 








Y ‘8, 1gqjfilay 28. 1960 LIFE INSURANCE EDITION ll 
. der WV iller, Washington, D.C., and ; insurance advertising and sales pro- 
uc! 7. D. Ra fferty, Philadelphia. The new e n es motion for more than 20 years, six with 
Oir ced gen, rvisors are all former brokerage Hi m Offic Ch g B.A.R.E., where she has been director 
M .Ssociate ser viSOTS for Valley Forge Life in Oo e€ e€ a of advertising. 
E Ci i pective cities. 
is =e their respe Guardian Life Universal Concrete Pipe Co. as treas- Berkshire Life 
ones Occidental Of California : : urer before joining Protective Security 
ABency fo Ci Kennerly Woody, vice-president, ;., ; aa 
ted with; z ; Life in 1958. William M. Furey, general agent at 
be Lent} gohn Bradley has been appointed Public relations, of New York Tele- Pittsburgh, has been made superinten- 
© known ysistant manager at Toronto. phone Co., has been named a direc- Nw National dent of agencies- 


administra- 
tion. Mr. Furey, a 
CLU, joined the 
Pittsburgh agency 
in 1949, was made 
supervisor in 1951 
and general agent 
in 1958 when R. M. 
Stevenson retired. 
He is the son of 
Berkshire _ presi- 
dent W. Rankin 
Furey. Superin- 
tendent of agen- 


ney. R. C. Simmons has been appointed tor. He is a member of the executive 
NCY in 194 sistant manager at Vancover. He Committee of New York Chamber of 
1947. He jg was with Monarch Life for seven Commerce and chairman of the mem- 
'y Life Up. ; : bers council of Commerce and Industr 
and Continental Life for four. ¥ : 3 j : 
Maald Kliewer has been promoted Assn. Hijeet, since 1908 ber 7 oe 
agency ip i) senior group service representative outstate agency at sauces th _ wins 
Tvisor. Mr}. San Francisco. He joined Occidental Massachusetts Mutual — > a oe Me oa mir 
0 CO=gener. in San Francisco in 1949 and became R. P. Laferriere, manager of the ‘aa Kansas City agency at St Joseph 
» Peter y ; group representative there in 1952. group administration division, and since 1957, is appointed a supervisor 
oom Pres] p, D. Ross, group sales trainee has F. J. Robitaille, manager of the group iartine Tie cifi o division 
Connecticyt teen transferred from the home office underwriting division, have been pro- y : 
ent. Unde training circuit to Los Angeles for an moted to assistant group secretaries. Security-Connecticut Life 


d the com. ini i g 
qenced training period. B.D. Under- Jonger are of Olympia, Wash. HH. K. Hotarek has been appointed Willem MM. Furey 


utive years | .. been appointed group sale 
company’s D centative 2 Getinn = eauae has appointed Alan Little assistant superintendent of agencies. He has 


Roy A. Hjort and William E. Bird 
Jr. have been enrolled in the agency 
management training program. Mr. 





cies-administration is the financial 


resident of H. Crews has been appointed group actuary. been director of agencies of Valley officer and business manager of the 
Managers gles trainee at New Orleans. Jerome Protective S ity, Cal Forge Life. sales division. 

cen perma-]1 Greenstone and Gladson G. Bow- rotective security, Cal. B.A.R.E 

und Table man have been appointed school rep- W. E. Bishop has been elected pres- ol oNotee Woodmen A.&L 

rk general rsentatives at Los Angeles and San ident. Formerly executive vice-presi- Pearl K. Hornburg has been pro- ii 

til recently francisco, respectively. dent, Mr. Bishop was with Globe of moted to advertising and sales pro- R. M. Keegan has been named man- 


uth Nassu} p, B. Clark has been appointed Columbus as vice-president and with motion vice-president. She has been in ager for northern Missouri territory 


ong Island] pokerage manager at El Paso. Most 
1 in Brook-| cently manager for American Gen- 
7 in other | oral Life in El Paso, he joins Occiden- 
ctivities. |) after six years in the business in 
fi Paso and Oakland, Cal. 


rams, In,| Continental Assurance ° 
Ais at] Thomas J. McCarthy has been ap- ttracti VY e 
publi: pointed regional group manager at 


supervisor. Milwaukee. He formerly was district 


1eral agent : 5 
> York and} UP Manager and Chicago regional 


e 
een ; eee: te iotmed Continental As- Juvenile Contracts 
New Eng- 
ual of New 





Cennections General 


J. D. Utley Jr., former director of 
brokerage services at Philadelphia, has 
been appointed manager of the new 
been ap-| brokerage agency in Pittsburgh. 
lent in De- ‘ 
er Woods} B. C. Smith, assistant manager at 
Oklahoma City, has been promoted 
to manager there. 




















e e ‘ e 4 p 
appointei| FIRST NATIONAL LIFE of Phoenix With his complete line of juvenile con- 
agency at| ' appointed F. W. Smith regional su- tracts, the LNL man can sell the Junior 
brokerage | Petintendent of agencies for New Mex- Estate Builder, educational endowments, 

Assurauih ico, Colorado and Oklahoma with head- 


ordinary or limited pay life, endowment at 
65, short-term endowments, and _ single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 
substandard risks. 


quarters in Albuquerque. He has been 
d with Old American Life of Kansas 
City and before that was with First 


nm named : 
He has Kansas Life. 


ith Equit-} PACIFIC FIDELITY LIFE—R. R. 
New York.| Gaunt has been appointed manager of 
4 the Santa Ana, Cal., office. 

sigh 


ryatt have MINISTERS L.&C. UNION— W. 
at Lake Taves has been appointed regional sec- 
mn, N. C, retary for Minnesota. 


This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help its 


S. N. Becker has been appointed gen- fieldmen. 
eral agent at Minneapolis-St. Paul for 
NATIONAL UNION LIFE of Alabama. 

sales di-] He was formerly with Manhattan Life. 
illey divi- 
o district 





The 





° tex. | Atenstein Is President 

| Of No. Dakota A&H Assn. LINCOLN NATIONAL LIFE 
algae De Aaa, AA Date 

pth has] Grand Forks, elected W. E. Arenstein, INSURANCE COMPANY 


North American L.&C., president, and 
. Dale Augustin, Mutual Benefit H.&A., 
inted president-elect. 

4" _Vice-presidents are William Froe- 
o. He ihe American Casualty; John Neu- 
pitol Life} kircher, Pioneer Mutual; Lyle Ar- 
Life thaud, Mutual Benefit H.&A.; and 

James Carter, American L.&C. Ervin 
e H. W/R. Fliginger, American L.&C., was 


ey, Pitts-| named secretary-treasurer. 
vit; Alex- 


Fort Wayne, Indiana 


Its Name Indicates Its Character 














XUM 


12 


with oftices in Kansas City. He en- 


tered the life business in 1953. 


United States Life 


G. F. Baughman has been elected 
is vice-president for 
business affairs and treasurer of New 


a director. He 
York University. 


Western & Southern 


James L. Kuethe is promoted to the 
created position of assistant 
director of agencies. He will assist Wil- 
lard L. Roth, vice-president and direc- 


newly 


FieNATIONAL UNDERWRITER 


tor of agencies. 

Henry Pine succeeds Mr. Kuethe as 
agency director, home office regional 
operations, which covers nine mid- 
west states. He had been serving 
as assistant agency director, home of- 
fice region. 

Carl W. Cordray becomes assistant 
agency director, home office region. 
He has been superintendent of agen- 
cies at the regional office in Philadel- 
phia. Succeeding Mr. Cordray at 
Philadelphia will be Albert C. Maly, 
who had been assistant superintendent 


New England Life 


W. J. McDonald has been appointed 
assistant counsel. He has been a part- 
ner in the Boston law firm of Pea- 
body, Arnold, Batchelder & Luther. 


CONSOLIDATED AMERICAN LIFE 
of Chicago has opened an office in 
Springfield, Ill., headed by G. C. Wood- 
ruff, assistant director of agencies, 
who will serve as liaison officer for 
general agents outside the Chicago 
metropolitan area. The company has 
also named five new directors: J. R. 
Sommer, vice-president National Lock 
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nal’s North Central Division at Minneapolis, goes through the Company’s rate book with 
new Fieldmen, from left, Stephen J. Urs, Glasgow, Mont., Conrad W. Carlson, Glenwood, Minn., and Archie A. Love, Richfield, Minn. 


At Northwestern National we believe that Field Management 
Training should cover the everyday problems a manager faces in the 
field. For example, we show our Management Trainees how to face 
their future responsibilities by having them conduct intensive orien- 
tation classes for new men and by having them follow up such classes 


with regular joint work in the field. 

One of the basic duties of our six Divisional Superintendents of 
Agencies is the preparation of men for agency management. We al- 
ways have from 12 to 18 men in our Management Training Program. 


oy <a 
N/W NATIONAL (rei 
ife Insurance for Living vist 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY e MINNEAPOLIS, MINNESOTA 


May 28, | 


Co. of Rockford; E. J. Sor mer ht 
Peoria attorney; J. T. Wé-son, g 
producer and industrialist, M' C 
and Mrs. Elinor Laas of Evan ton, wh, 
succeeds her late husband Rober, 
Laas. 


A. E. Buckwell, former U:ah cop, 
missioner, has joined NEW 
PHERE LIFE of Salt Lake is exey, 
tive vice-president. He succeeds Rap. 
dolph Feltus, who resigned iast yey 
Mr. Buckwell was for 33 ycars Uty, 
and southern Idaho manager of Trayg. 
lers before he became commissioner of 
Utah, and he also had had EXperien, 
in local agency work. He is a Dast 
president of Utah Life Managers Ase, 
and Salt Lake Insurance Agents Asm, 


FIDELITY BANKERS LIFE }; 
elected the following directors: Iryj, 
Belk, president of the departmey 
store chain of Belk Enterprises; }. p 
Coffey, 
firm of Kent-Coffey Manufacturing 
Co., and M. M. Redden, member of the 
law firm of Redden, Redden & Redden, 


George W. Pearson has been elect 
medical director of PACIFIC FIDEL. 
TY LIFE. Dr. Pearson is also an a. 
sociate clinical professor of medicine 
at the University of Southern Cali. 
fornia school of medicine. He will con. 
tinue a private practice in Los Angele. 
specializing in internal medicine. 


STANDARD SECURITY LIFE }a; 
named O. M. Sherman director of life 
agencies. He has been associate direc. 
tor of agencies for Eastern Life of New 
York. 


SECURITY NATIONAL of Minne. 
apolis has appointed H. E. Skjefte 
agency vice-president. He has been 
Minnesota sales director for Farm 
Bureau Life. 





Higher Investment Yield 
Reported By Mass. Mutual 


Massachusetts Mutual’s new first- 
quarter investments were made at an 
average gross yield of 5.87%, the high- 
est rate obtained since 1932. These re- 
sults were made on $42 million of in- 
vested funds which for the most part 
were negotiated in 1958 and 1959. Rate 
of return on commitments made dur- 
ing the first quarter for $69 million of 
investments to be completed at a later 
date was 6.48%. 

At a quarterly meeting of the board, 
President Leland J. Kalmbach aid 
that in his opinion, “the demand for 
funds in the 1960s will continue to be 
high in relation to the funds available 
for investment, and, therefore, I be- 
lieve that interest rates will remain at 
high levels except for short readjust- 
ment periods.” 


Death Claims Drop $800,000 


At the same time Mr. Kalmbach re- 
ported that death claims had dropped 
by over $800,000 from $11.4 million in 
the first quarter of 1959 to $10.6 mil- 
lion during the corresponding period in 
1960. Most of the gain was attribu- 
table to a decrease in claims arising 
from violent and accidental deaths. 

The company’s total estimated s- 
sets stood at $2.35 billion at the end of 
the quarter, and insurance in force 
reached $7.7 billion. Total sales for the 
three months amounted to $313,304, 
000. 


To Raise Dividend Scale = 

Homesteaders Life of Des Moines 
will increase its dividend scale, ée- 
fective July 1, and also will raise t 
3%2% interest on dividends left to at 
cumulate. 
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(CONTINUED FROM PAGE 2) 
Rober 0 US when he was 23 or 25 years old 

nd just getting started, but if he is 
onest with himself and you, he will 
ydamit that he must have some type 
of enforced savings plan if he is to 
yave Money to invest three or five or 
even or ten years from now,” said 
yr. Shelton. “This is the ‘hot button’ 
and I will show you how I have used 
it to construct a logical illustration to 
gl cash value life insurance.” 


props It In 10 Years 


Exhibiting the illustration, Mr. Shel- 
ion said, “To make the sale, let him 
jsume he will not need insurance for 
more than 10, 15 or 20 years. In his 
mind’s eye, let him drop the insurance 
at the end of a short period, say 10 
years. He can see $40,926 10 years from 
nw. He can see from $195,963 to 
$154,914 more protection for his family 
thn he would have while saving 
money to invest in another depository. 
He will pay less than $100 a month for 
this protection. When and if he finds 
an outstanding investment and needs 
yenture capital, he can borrow the 
guaranteed cash value and pay 5% 
interest. With this philosophy and 
ysing this illustration, he will buy the 
insurance his family needs and pay 
the full premium.” 

The approach that John H. Fargason, 
Great Southern Life, Houston, uses for 
slling salary savings plans is different 
from the usual one. 

“The employer,” he explained, “is 
not requested, among other things, to 
set up an air-conditioned office where 
each employe will be sent in to see 
me at company expense; rather, I 
propose to see the employe in his 
home, if possible, where with his wife 
he will receive a thorough explanation 
of his current life insurance, both for 
retirement and death uses. 

“In my experience, I have used 
both methods of solicitation; however, 
inthe home I sell a much larger policy 
with considerably higher persistency. 
Thus the employer is assured in the 
very beginning that I will not be in 
his hair at the office or the shop by 
keeping his high-paid employes away 
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assured that his employes from porter 
to highest-paid executive will receive 
complete insurance service under low 
pressure.” 


Prestige Develops Quickly 


The agent finds prestige develops 
quickly if he does a better-than-aver- 
age job, said Mr. Fargason. It becomes 
difficult for any other agent to cut in. 
The good-will that results leads to 
other policy sales and other franchises 
from the help of employes and man- 
agement. . 
The way to make sure of qualifying 
for next year’s Round Table is not 
just to determine to sell a million but 
to set a worth-while quota and then 
divide it into production that will 
attribu- come from big cases, medium cases 
S aly | aid average cases, said Frank E. Sul- 
ns arisiM§! ivan, American United Life, South 
eaths. Bend. 
eyes! Break down your plan,” he said. 
in force Big cases: If you or your particular 
os for market at this time doesn’t seem to 
$313,304, justify a case for $100,000, then plan on 
I two for $50,000 or four for $25,000. 
Medium cases: These will come from 
whe programing sales you make to 
People in your own social and econ- 
omic sphere, and the programs will 
Never be any better than your own 
Personal program. 
_ “Average cases will come from get- 
ting names. Getting names is our only 
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tedious work area. Promise yourself 
each day that you will ask for the 
name of one man who makes over 
$10,000 a year, that you will get at 
least one name to be programed, and 
that you won’t quit until you have 
three names in the average area. 

“If you will constantly expose your- 
self to situations necessary’ to 
develop this business you will catch 
up and pass your goal—if you never 
let it out of your sight, and if you want 
it badly enough to ask for names every 
single day. Remember, getting names 
is the only real difficult price we have 
to pay for success. Don’t let success be 
too highly priced for you!” 

Howard K. Holladay, National Life 
of Vermont, Augusta, Ga., said that 
when he started selling life insurance 
10 years ago he found that the young 
professional men and executives he 
was calling on knew even less about 
life insurance than he had suspected. 
So, rather than having an insurance 
sales problem, he saw his problem was 
one of education—educating the pro- 
spect to the economic fundamentals of 
property creation, as well as hic indi- 
vidual property needs for fulfilling 
his obligations and objectives. 


One Or The Other 


“After educating him, usually the 
only solution to his problems was the 
purchase of life insurance,” said Mr. 
Holladay. “With the proper job of 
educating, a prospect who has a legi- 
timate need for life insurance must 
either buy or tell me one of two things: 
He is selfish and doesn’t care what 
happens to his family, or he doesn’t 
have the money to buy. 

“With the prospect’s cooperation, a 
good salesman can almost always find 
the money to pay life insurance pre- 
miums. The problem confronting me, 
then, was how to cram this basic 
education into a prospect during a 15 
to 20 minute interview.” 

Mr. Holladay then gave verbatim 
his “pen talk,” in which he explains 
the creation of an estate, listing as 
components, in the order personal 
finance experts say they should be 
acquired, training, life insurance, 


“bonds or bond-type investments, real 


estate, stocks and speculation. Then he 
shows the prospect figures and ex- 
plains the mechanics of life insurance 
and follows with the application and 
the close. 

Owner-managers of small and medi- 
um-sized closely held corporations are 
surprisingly unaware of the tax sav- 
ings advantages to themselves in set- 
ting up a qualified pension plan, said 
J. Hawley Wilson Jr., Massachusetts 
Mutual Life, Oklahoma City. 


Sees Nothing For Himself 


“Their general reaction to the sub- 
ject of qualified plans invariably seems 
to be, ‘Here is another expense for 
rank-and-file employes without any 
material benefit for myself,’”’ he said. 
“I have found the stockholder execu- 
tives’ reaction to be absolutely amaz- 
ing, when I concentrate on the sub- 
stantial financial advantage to be 
gained by him. This approach engend- 
ers a very real desire for the stock- 
holder to adopt a plan after he realizes 
the many possibilities for himself.” 

Mr. Wilson tells his prospects that 
he will follow a formula that provides 
the maximum benefit for the prospects 
and is within the requirements of 
section 401a-1954 of the internal reve- 
nue code. He explains that this is the 
only fair approach to a_ retirement 
plan in his company, because he has 


yeed Not Be Star Agent To Use MDRT Basic Sales Talks 


undoubtedly devoted his life and pro- 
fits to build the corporation to a suc- 
cess, and justly deserves this “one and 
only” real tax relief to stockholder 
employes. In addition to this, he has 
doubtless contributed a substantially 
greater percentage of his income in 
taxes, therefore it is certainly fully 
justified in setting up a retirement 
formula that will recognize his partici- 
pation to the maximum degree. 

“If we will seek out these prospects 
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and tell our story of typical results 
under a qualified plan, I know it may 
be a most compensating service to our 
clients and ourselves,” said Mr. Wilson. 

Flatly denying the notion that the 
telephone is good only for setting up 
appointments, Howard J. Richard, New 
York Life, Boston, said the idea that 
the phone can’t be used for closing a 
life insurance sale is “unadulterated 
hooey.” 

“The quickest and most satisfactory 
way to sell a $10,000 or a $20,000 
policy on a package basis is to call a 
man on the telephone and ask him to 














ib 

Even BETTER than | hoped, Fred. 
We've gained more operating flexi- 
bility, and our reinsurer is com- 
pletely non-competitive.” 

‘| wouldn’t have ok’d the agree- 
ment on any other basis, but what 
do you mean by ‘more flexibility’?” 

“Their underwriting experience 
and speed, especially on sub-stand- 
ard, and their variety of contracts 
and pooling arrangements give us 
more sales mobility. Their consult- 
ants are top men — and available 
when we need them. They've 
trained two underwriters for us and 
helped us with filing problems in 
Tennessee and Indiana. | could go 
on and on.” 

‘No need. It’s clear to me we’re 
better off with North American Re- 
assurance. Should we be looking 
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Our handy booklet, “Reinsurance Exclusively,”’ 
outlines the many services we provide to life companies. 
Would you like a copy? Simply address: 


¢eWell, Jim, 
we've had 

a reinsurer 

for a year now. 
How’s It 
working out??? 


to them for advice on entering the 
group field?’ 

“Just what I’m doing now. A staff 
man from North American Re is 
due any minute . . . and while I’m 
at it, I'll see if they can help with 
that administrative problem we 
discussed yesterday.” 


°¢Fine. 
They're valuable 
people to know.” 





NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, III. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 


e GROUP 
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buy it,” he declared. “On the other 
hand, if you call him on the phone, 
make an appointment to see him and 
then go to his home or to his office, it 
takes just about five times as long to 
do the job. 

“In other words, you can have five 
selling conversations over the tele- 
phone in approximately the same 
length of time it takes you to walk 
five blocks, wait for your man, inter- 
view him and return to the office. If 
you find it essential to spend an after- 
noon playing golf with him, then you 
have eliminated the opportunity to 





HeNATIONAL UNDERWRITER 


talk to approximately 10 or 12 people 
over the telephone. 

“Then, if you have to do an estate 
planning job and have interviews with 
accountants and attorneys and bankers 
and stockholders and then make your 
sale, you eliminate the possibility of 
approximately 50 telephone solicita- 
tions. When you observe the problem 
from this point of view, it is obvious 
that the weight of mathematics and 
the law of averages are completely on 
the side of effective telephone tech- 
nique. 

“It is only too obvious that I cannot 


sell as well or possibly as much over 
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psychiatrist who is merely -XPloring 
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the telephone as I could in person. But the man’s symptoms to eterming pairm 


if I do only one-half as well or even 
one-third as well over the telephone 
as I would in front of the client, then 
by sheer force of the preceding statis- 
tics, I have an annual production con- 
siderably in excess of what I would 
normally do.” 


Assumes Psychiatrist’s Role 


Beyond immediately telling the 
prospect the agent’s name, company 
and purpose, the agent tells him noth- 
ing. He puts himself in the role of a 








H. HARTZELL PERRY, AMERICAN UNITED VICE PRESIDENT, REINSURANCE 


Executive Workshop 
for life insurance management 


Here, in American United’s Executive Workshop, you see our 
“Partnership Philosophy” in action. Designed exclusively for key 
executives, these three-day Indianapolis conferences are devoted 
to top management problems of life insurance companies. 

Under the direction of C. E. Gaines, C.L.U., Director of the 
Institute of Insurance Marketing at Southern Methodist University, 
the programs are conducted by outstanding men from all branches 
of the industry. Valuable guides to sound management policies, 
they are especially helpful to officers of new or young life insur- 
ance companies. 

One of America’s oldest reinsurers, American United shares its 
experience and “know-how” with its reinsurance partners through 
these Executive Workshops, and Risk Selection Seminars, plus 
the personal services of expert reinsurance field representatives. 
For complete information, call or write H. Hartzell Perry at our 
home office. The phone number is Walnut 3-7201. 





American United Reinsurance representatives provide personalized service 
everywhere. In the West, Alaska and Hawaii—dim Christopher from San 


Francisco; in the Southwest—Jim Ratliff from Dallas; in the Midwest— 
Fred Kautzman from Indianapolis; in the East—Ted McClintock; in the 
Southeast—Fletcher Shepard from Atlanta. 
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AMERICAN UNITED LIFE INSURANCE COMPANY + HOME OFFICE: INDIANAPOLIS, INDIANA 
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well again. 
“Maybe you don’t have the cure” 
explained. “Maybe you have to 
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whether this man will ever buy lite] avel to 


insurance from you.” 
Long-distance telephone 
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any agent’s spending the price of a 
long-distance call just to talk gq 
life insurance. On the local p 
there is no reason why an agey 
shouldn’t make 20 telephone solicit, 
tions a day and close one applicatig, 
out of that 20, said Mr. Richard, While 
for long-distance calls the ratio shoul 
be one in 10. 


‘Low Pressure At Best’ 


“Selling over the telephone,” he said, 
“is low-pressure selling at its very 
best. You don’t ever move out of yoy 
office until you are convinced thy 
the person you are talking to is aboy 
ready to buy some life insurance fron 


you, or will do so in the very ne}: 


future. That’s why this business of 
‘Shall I come over at 3 in the afternooy 
or will 10 in the morning be better” 
is so ridiculous. It doesn’t give the 
man the time or the chance to tell you 
why you would be wasting your time” 

Martin S. Polhemus, Northwestem 
Mutual Life, Wayne, Neb., gave the 


basis of his own motivation to succes 


in selling. 

“T’ve got a personal philosophy about 
this,” he said. “I think it’s kind of 
wrong for a man to deliberately do less 
than he can do. We’ve all been given 
some pretty priceless gifts that come 
to us free—with only one stipulation: 
that we use them. We were given a 
mind with which to do our work here 
on earth, and a body to take that mind 
to where we can do our work with it. 


Given An Opportunity 


“‘We’ve been given a span of time 
in which to use these things and we're 
given an opportunity to put them to 
use. About 2,000 years ago our Saviour 
died to hand these gifts over to each 
one of us, and if we don’t use them to 
our fullest capacity, then we turn our 
backs and forsake Him.” 

Speakers at this session later con- 
ducted workshops. 


Cal. Assn. To Convene At 


San Francisco June 9-11 


Selling and legislation will be taken 
up at the annual convention of Cali- 
fornia Assn. of Life Underwriters, 
June 9-11, at San Francisco. 

Sales speakers will be Edwin 6. 
Davies, Massachusetts Mutual, Los 
Angeles, and William V. Regan Jr, 
New York Life, San Francisco. Both 
are life and qualifying members of 
Million Dollar Round Table. 

At the closing session, a panel will 
focus attention on the coming legisla- 
tive year. Participants will be As 
semblyman Thomas M. Rees, chair- 
man of the assembly finance and it- 
surance committee; Richard F. Wol- 
lesen, Guardian Life, Sacramento, 
association legislative chairman; Merle 
L. Stanfield, Connecticut General Life, 
Salinas; and Donald C. Burns, exec 
utive vice-president of the Californial 
association. 


Also appearing on the convention|i 


program will be NALU President Wil- 
liam S. Hendley Jr., Mutual of New 
York, Columbia, S.C., and Commis 
sioner McConnell of California. 
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ratio show Chicago Claim Assn. 
Hears Panel Discuss 

ne,” he sea | MaJOT Medical Problem 


Over-utilization of ‘major medical 
grvices is near the top of the indus- 
try’s major problems, Kenneth C. Ber- 
yy, 3rd vice-president Lumbermens 
Mutual Casualty, told Chicago Claim 
Assn. at its final meeting of the 1959- 
60 season. 

The meeting produced the largest 
attendance of the year (due, no doubt, 
to the excellent program) and those 
present elected Harry W. Hoffman, 
United of Chicago, president; C. M. 
Karol Washington National, vice- 
president; William J. Hechler, Prov- 
ident L.&A., secretary, and reelected 
Robert Mack, Federal Life of Chicago, 
treasurer. The program consisted of a 
four-man panel discussing “Major Med- 
ieal and A&H Claims: Problems and 
Control.” Fred H. Kemp, Prudential, 
was moderator. 


Defines Over- Utilization 

Mr. Berry said that while over- 
utilization is largely an all-industry 
problem, its solution lies with individ- 
ual companies. Over-utilization means, 
primarily, patients going into hospitals 
when they don’t need to; staying too 
long while there; and making use of 
treatment either not needed at all or 
using it past the time when it is need- 
ed, he stated. 

Among the suggestions that Mr. 
Berry offered to cure this problem 
were: Handle suspected over-utiliza- 
tion claims on a strict policy inter- 
pretation basis; make claim depart- 
ments realize the possibility and po- 
tential danger of such claims; attempt 
more communication between compa- 
nies which have faced this problem; 
and strive in some way to make some 
segments of the medical profession 
exhibit more moral courage. 

An encouraging step in the right 
direction with regards to this last 
pint is a recent American Medical 
Assn. bulletin that contained an article 
; tntitled “Let’s Use—Not Abuse—Our 
‘isco. Both | Health Insurance,” Mr. Berry said. 
embers of 


‘ Claims Man’s View 


panel will Lyden F. Larger, group claims 
ng legisla-|Manager Washington National, dis- 
ll be As- ‘ussing hospital problems confronting 
eS, chair- aim men, stated that major medical 
‘e and if-| problems are here to stay and will, in 
1 F. Wol-jiact, probably increase in the future. 
acramento, |e said that, unfortunately, a truthful 
1an}; Merle aswer is not always assured when a 
neral Life, company is requested to state what it 
rns, exec: paid on a specific risk. (At this point, 
Californiata member of the audience noted that 
__]%€ company so contacted had filled 
-onvention/in the entire form—and then had cut 
ident Wil-/off that section pertaining to what had 
l_of New) been actually paid.) 

Commis} Mr. Larger said his own company 
nia. 'S making a real attempt to have 
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Northwestern National 
Increases Non-Medical 
New Life Maximums 


Northwestern National Life has 
made an increase in the maximum 
amounts of new life insurance which 
may be written without medical ex- 
amination. 

Non-medical limits have been in- 
creased from $10,000 to $25,000 for 
ages 6 through 9, from $15,000 to 
$25,000 for ages 10 through 30 and 
from $10,000 to $12,500 for ages 31 
through 35. 

Announcement of the new non- 
medical limits as well as lower mini- 
mums for paying life insurance pre- 
miums through the _ pre-authorized 
check plan, liberalized rules on term 
to 65 conversions and a new 5-year 
renewable and convertible term con- 
tract was made in connection with the 
company’s diamond jubilee days cam- 
paign, part of Northwestern’s 75th an- 
niversary year observance. 


Approves 25-Cent Weekly Policy 
The Texas department has approved 
a weekly life policy to be issued by 
Interstate Life of Houston through 
vending machines. The policy will 
cover insured for one week against 
natural death and will pay four times 
the face amount in event of accidental 
death. The amount of coverage will 
be governed by insured’s age and the 
premium in all cases will be 25 cents. 





claimants fill in their applications in 
full and no action is taken until they 
do so. 

Howard C. Westphal, assistant sec- 
retary Continental Assurance, had as 
his subject, “Excessive Fees by Doc- 
tors and Hospitals.” He said it is nec- 
essary to take into consideration the 
value of services performed and the 
accustomed standard of living of both 
the doctor and his patients. 

Gross over-charges are easy to de- 
tect, Mr. Westphal said; but compa- 
nies are almost helpless in those cases 
where the doctor is charging what he 
considers “reasonable and proper.” He 
said claims men should attack this 
problem tactfully. 

Edward A. Ruehrdanz, Retail Cred- 
it, speaking on investigation require- 
ments and for investigations as a 
whole, said the late entrant into group 
programs is a cause of a great deal of 
trouble. He said what is sorely needed 
are more and better anti-duplication 
methods. 

A. A. Rose, Retail Credit, read a pro- 
posed amendment to the association’s 
constitution which would give mem- 
bers one more meeting per year— 
stretching the season from September 
to May. The annual golf outing will 
be held June 10 at St. Andrews Golf 
Club, W. T. Oliver, Continental Cas- 
ualty, reminded the members. 























WHAT’S DIFFERENT ABOUT 
OUR MAJOR MEDICAL? 


First. It’s guaranteed renewable to 75. 





Second. It has a PAID UP benefit after 75. (Between 
65 and 75 a total maximum of $7,500 is allowed. If this 
is not used up, as much as $1,000 may be carried past 
75 as paid up coverage. ) 

Next. Newborn children are automatically covered until 


the next premium becomes due. Coverage may then be 
continued without evidence of insurability. 


Next. Dependent children are carried (at dependent 
rates) until they are 22. 

Next. Biggest expenses are not co-insured. Surgery, 
hospital room and board, assistant surgeon, anesthetist 
and local ambulance service are covered 100% (subject 
to maximum limits). Other benefits are covered on a 
liberal 80%-20% co-insurance basis. 


These benefits, combined with a maximum coverage of 
$7,500 and a choice of deductibles, make our Major 
Medical different — and popular. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals... they last as long as you do! 
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A TRUST 
WELL PERFORMED 





... this was the significant 
theme of The Union Labor 
Life Insurance Company’s 
Annual Report of another 
year of growth and progress. 


HIGHLIGHTS: 


Total life insurance in 
force was a record $1,073,- 
000,000, over four times 
the total achieved ten years 
ago. 


ULLICO assets in- 
creased 8% over the pre- 
vious year to a record 
$36,451,684. For each 
$1.00 of liabilities, there 
was $1.28 of assets. 


Total benefits paid to 
policyholders and benefici- 
aries were $41,848,163, ten 
times greater than ten 
years ago. 


Premium income earned 
for accident and sickness 
coverages was a record 
$32,678,810. The 1959 in- 
come from these programs 
_ increased by $2,355,872. 
Over a five year period 
A&H premium income 
gained 135%. 


THE UNION LABOR 


Life Insurance Company 
200 East 70th Street 
New York 21, N. Y. 


EDMUND P. TOBIN, President 





Isaac Kibrick Honored 
At Dinner In Boston 


Isaac S. Kibrick was honored at a 
reception and dinner at the Harvard 
Club, Boston, on the occasion of his 
75th birthday and 45th anniversary 
with New York Life. 

Among those attending the dinner 
were Dudley Dowell, executive vice- 
president, and James D. Dunning, 
eastern sales manager. 

At the same time a sales campaign 
in honor of Mr. Kibrick is being waged 
by the two Boston general offices and 
the Commonwealth general office in 
Waltham. It has already surpassed its 
goal of $7.5 million. 

Mr. Kibrick’s career at New York 
Life has been marked by continuous 








Dudley Dowell, executive vice-pres- 
ident and chairman of the executive 
committee of New York Life, presents 
commemorative plaque to Isaac S. 
Kibrick, Boston, at the Harvard Club, 
where a reception and dinner was held 
to celebrate Mr. Kibrick’s 75th birth- 
day and 45th anniversary as an agent 
with the company. Mr. Kibrick is also 
chairman of NALU’s committee on 
aging. 


years of high volume sales—he has 
produced over $1 million of insurance 
each year since 1924 with four ex- 
ceptions—and a lapse ratio consistent- 
ly around 1%. 

Mr. Kibrick is now chairman of 
NALU’s special committee on the ag- 
ing. He was vice-president of his com- 
pany’s Top Club for eight years. In 
community affairs he has been presi- 
dent of Boston’s Community Chest 
and honorary president of the Boston 
Civic Symphony Orchestra. 

Mr. Kibrick came to America in 
1906, after fleeing Russia. He sup- 
ported himself while going to North- 
eastern University Law School at 
night by working in the daytime in a 
shoe factory. 


Chicago Life Assn. Unit Elects 

North Shore branch of Chicago Assn. 
of Life Underwriters at its May meet- 
ing elected William C. Manbeck of 
New York Life president to succeed 
Franklin C. Tyson of Connecticut Gen- 
eral. Other officers named were John 
W. Hackett Jr., Massachusetts Mutual, 
lst vice-president; Robert P. Reihsen, 
Northwestern Mutual, 2nd vice-presi- 
dent; Alfred A. Gliemi, Prudential, 
secretary, and Philip W. Adolphus, 
New York Life, treasurer. 

George H. Schuermann, Union Cen- 
tral Life, president of the Chicago 
association, installed the new officers. 
Joseph C. Ladd, Connecticut General 
Life manager, was the guest speaker 
and discussed “How To Sell Permanent 











Instead of Term.” 


Conventions 


May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 1-2, Home Office Underwriters Club of 
the Western States, annual, Del Monte 
Lodge, Pebble Beach, Cal. ‘ 

June 15-18, International Assn. of A&H Un- 
derwriters, annual, Conrad Hilton Hotel, 
Chicago. 

June 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International Assn. 
Counsel, annual, The Greenbrier, 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 
W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

July 25-29, National Insurance Assn., annual, 
Sheraton-Cadillac Hotel, Detroit. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 

Queen Elizabeth Hotel, 


of Insurance 
White 


annual, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y. 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 
Sept. 26-28, National Fraternal Congress, an- 
~ Queen Elizabeth Hotel, Montreal, Can- 

ada. 

Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont., 
Canada. 

Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 

Oct. 10-11, Conference of Actuaries in Public 
Practice, annual, Pick-Congress Hotel, Chi- 
cago. 

Oct. 10-14, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 27-29, Midwest Management Conference, 
annual, French Lick, Indiana. 

Nov. 2-4, Institute of Home Office Underwrit- 
ers, annual, Statler Hotel, Washington, D. C. 

Nov. 14-17, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach Hotel, 
Chicago. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
annual, Waldorf-Astoria Hotel, New York. 
Dec. 13, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 
Dec. 14-15, Life Insurance Assn., 

Astoria Hotel, New York. 

Dec. 28-30, American Assn. of University 

Teachers of Insurance, annual, St. Louis. 


Waldorf- 


Cuna Mutual Votes 


To Extend Operations 


Policyholders of Cuna Mutual have 
voted 10,408 to 2,051 to set up a casu- 
alty insurance program. Credit Un- 
ion National Assn., the parent body, 
had opposed the move. Also, defeated 
by a wide margin was a slate of six 
Cuna-backed candidates seeking seats 
on the insurance affiliate’s board. 

The conclusion by Cuba’s_ board 
that the society was not in a strong 
enough financial position to undertake 
the move was challenged by Charles 
F. Eikel Jr., Cuna Mutual managing 
director, who said the society has 
funds which could be allotted to the 
new operation. 

Cuna Mutual’s board is reported as 
expected to agree to enter the casualty 
field on a trial basis in Wisconsin. 
Paul Deaton of Dayton was elected to 
fill a board vacancy. 


E. L. Harris Elected President 

E. Leon Harris, Bay City, has been 
elected president of Life Insurance 
Leaders of Michigan. Earl J. Christy, 
Dearborn, and Marvin Muilenberg, 
Grand Rapids, were named vice-presi- 
dents, and Dora C. Camden, Detroit, 
secretary-treasurer. 
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Wisconsin Nationc | 
Has New Rate Boo!. {$25 
A new life rate book and new jj , 
policies are being introduce to lier 


field organization of Wisco::sin \,, 


tional Life. The life rate ma.wual js , fi H 


standard ring binder with 8!2x1] size 
pages. The new rates are based ON the 
1958 CSO Mortality Table Grag. 
tion of premiums by size and lowe 
rates on females are also incorporaty 
into the rate structure, and a new g, 
cial security section was ad 
along with a policyholders  seryie, 
section. 

Limits on accidental death benefits 
were doubled from $50,000 to $100,. 
000, and there was a substantial pp. 


duction in waiver of premium ang] 
accidental death benefits rates. Also 


non-medical limits have been jp. 


creased from $10,000 to $20,000 from}! 


ages 10 to 30. Amounts are graded x 
other ages. 

Several new policies were added 
including a new ordinary life contrac 
which will be written sub-standarj 
from ages 0 to 70. The family jp. 


come and supplemental term rider; }' 


have been broadened to make then 
much more flexible. Generally there 
are higher cash values, higher paid. 
up values and longer periods of ex. 
tended insurance. 

Guaranteed Estate Plan, anothe 
new contract, is also being introduced, 
Each unit of the policy provides 4 
death benefit of $1,000 prior to age 3 
and $5,000 thereafter. At issue only 
one premium of $50 is payable. At age 
23 the policy automatically increases 
to $5,000 with premiums payable to 
age 65. Annual premium from age 23 
to age 65 is $75. In addition, insured 
has the option to purchase additional 
$5,000 amounts of insurance at ages 
25, 27, 29 and 31 without evidence of 
insurability. The plan is _ available 
from ages 0 to 15 with a maximum of 
2 units. 

The new rate book and _ other 
changes are being introduced to the 
field force in a series of midwestem 
regional meetings. 


Insurance Librarians To 
Attend Annual Meeting Of 
Special Libraries Assn. 


Insurance librarians representing 
more than 50 life, fire and casualty 
companies and associations will par- 
ticipate in the annual convention of 
Special Libraries Assn. at the Shera- 
ton-Cleveland Hotel, Cleveland, June 
5-8. 

The insurance librarians will attend 
general sessions with librarians from 
other business and industrial groups 
and will also hold their own separate 
division meetings. 

Davis W. Gregg, president of Ameri- 
can College, will be the speaker at the 
insurance division annual luncheon on 
Wednesday. Mr. Gregg, who is chair- 
man of the commission on insurance 
terminology, will give an account of 
the progress being made on the sim- 
plification of insurance terms. 

Marian G. Lechner, Connecticut Gen- 
eral Life, is chairman of the division. 


Good Quarter For Nationwide 

Nationwide Life reports net operat- 
ing gain of $926,000 for the first 
quarter. This represents more than 
twice the gain recorded for the com- 
parable period last year. The company 
attributes the improved earnings t0 
an increasing rate of premium Il- 
come, greater investment income, fav- 
orable mortality experience and some 
moderation of expenses. 
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LIFE INSURANCE EDITION 


§25 Attend MDRT Annual Convention In 50th State 


(CONTINUED FROM PAGE 1) 
ine latter stages of obtaining statehood 
¢ Hawaii that he was chosen as its 
gst elected governor after having 
jrved aS its last appointive governor 
William F. Quinn. 


- 


In addition to Gov. Quinn’s address 


e if welcome, high points of the meet- 


ing included the keynote address by 
pr. S. S. Huebner, pioneer insurance 
qucator, president emeritus of Ameri- 
oan College and emeritus professor of 
surance at the Wharton School of 
University of Pennsylvania, and the 
dresses of NALU President William 
3, Hendley Jr. and President Thomas 
4, Bradshaw of Provident Mutual, who 
ymounced that in Chairman Albrit- 
fon’s honor the company was present- 
ing as a gift to each member a pine- 
aple-design compote platter and is 
making a contribution to the Million 
Dollar Round Table Foundation. 

The talks of Mr. Hendley and M~. 
Bradshaw are reported elsewhere in 
this issue. 

Sate Unanimously Elected 


At the annual business meeting, the 
executive committee slate announced 
in April was unanimously elected. All 
will take office Nov. 1, the start of the 
1961 Round Table year. James B. Ir- 
vine Jr., National Life of Vermont, 
Chattanooga, will advance from vice- 
chairman to chairman, succeeding Mr. 
Albritton, who will continue on the 
executive committee another year as 
immediate past chairman. 

Lester A. Rosen, Union Central Life, 
Memphis, now in his second year on 
the executive committee, will become 
vice-chairman. 

Daniel H. Coakley, New York Life, 
Boston, now in his first year on the 
executive committee, will continue on 
the committee. 

Alfred J. Lewallen, Mutual Benefit 
Life, Miami, will be the new member 
of the executive committee. 


Many Wives Make Trip 


While MDRT rules do not permit 
wives or other guests of members to be 
at the meeting hotel from the time 
sessions start until they end, many 
wives and other family members ac- 
companied Round Table members to 
Hawaii, staying at the Royal Hawaiian 
Hotel in Honolulu, so as to be able to 
go on various tours of the islands that 
were made available following the 
meeting. 

Education of the public and the life 
agent is “truly the key to the future of 
life insurance,” said Dr. Huebner, who 
presented the keynote address of the 
meeting. 


Sees Inflation De-Emphasized 
“Such education will change public 


thinking away from the thought of 
dependence upon a hedging formula to 
meet inflation,” he said. “Why go into 
the speculative arena, which does not 
mix any better with the life insurance 
portfolio arena than do oil and water? 
Why not stick to the tried and true? 
The present magnitude of life insur- 
ance with its $108 billion portfolio, 
large as that seems, is still relatively 
small, and the real growth lies ahead 
along old lines. Life insurance is cer- 
tain to experience an extraordinary 
stowth if private enterprise is main- 
a tained, 


“A greatly enlarged professional 


8roup of educated underwriters will 


contact a greatly enlarged life insur- 
ance educated public, and increasingly 
under conditions of a client-under- 
Writer relationship. Within this life 


me, fav- 
nd some 





insurance environment, underwriters 
may depend upon a future of pros- 
perity and happiness if they will only 
work professionally for high life in- 
surance ideals and remain true to the 
fundamental concept of a family head’s 
religious life insurance and annuity 
obligation to his own family depen- 
dents, his first and most important 
business concern.” 

Dr. Huebner pointed out that the 
four types of “economic death’’—pre- 


mature death, total and permanent 
disability, temporary total disability, 
and compulsory retirement—represent 
“the 95% of life insurance service to 
humanity.” 


Master Four Types 


“Master these four types of human 
risk with fullest economic understand- 
ing, and make their application your 
professional and religious business,” 
he urged. “Although already success- 
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ful as MDRT members, present life 
insurance educational trends are offer- 
ing you even greater success. They 
are welcoming you to rich rewards 
without beckoning you to jump into 
the speculative pool.” 


Eight Speak On Basic Patterns 


Even though many MDRT members 
specialize in complex types of sales, 
the session on basic sales patterns was 
was a popular one. This year it was 
expanded to include eight speakers. 
Afterward, these speakers led discus- 
sions at informal sessions outdoors on 
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Since 1886 


Report From Chicago: 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”’ 


Running hard just to ‘‘keep in the same 
place’’ need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959. 
A year ago, they were 200% of the year 
before. ‘“Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run “‘twice as fast,’’ one must aspire to 
‘‘get somewhere else.’’ At The North Amer- 
ican, for instance, time-proved Total-Quality* 
has been fused with modern, professionally 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move “‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond ‘‘the same 
place.”” But Alice moved “‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 


AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET « CHICAGO 4 « ILLINOIS 
Operating in 48 states and District of Columbia 
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NOW... Colonial Life Offers 


Personal Accident & Health 
through its Guaranteed Renewable to Age 65 
INCOME PROTECTOR POLICY 












Providing Loss of Income Benefits 


from $100-500 per month 
under 4 different benefit plans 








with various waiting periods 


Accidental Death Benefit 


OPTIONAL BENEFITS: 
@ Hospital Expense @ Surgical Expense* 
@ Accident Partial Disability 


*Except New York State 
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INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
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through Federal Insurance Company 





























The New Sound at Foundation 


Is The Sound of 


EXPANSION 


The beginning of the new year brought more than 
concrete resolutions by members of The Foundation 
Group; during January, plans have been formulated 
for the expansion of some members of the Group 
into new areas and new states. This expansion is 
almost inevitable for members of The Foundation 
Group, because of the unique opportunity to con- 
centrate virtually all plans and energies toward 
building strong and aggressive sales forces. 
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FOUNDATION GROUP MEMBERS 
CAN CONCENTRATE ON EXPANSION 
BECAUSE: 

They are provided with complete, centralized home 
office services, freeing their executives of the details 
of administration and giving them access to man- 


agement planning that is looking toward orderly, 
controlled expansion... 


THE F OUNDATION GROUP 


Atlanta 26, Georgia 

















Box 18707 
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their topics. The basic sales session is 
reported in a separate article in this 
issue. 

Most of the following day was de- 
voted to seven talks on business insur- 
ance sales patterns, followed by con- 
current workshops conducted by the 
day’s speakers. The business insur- 
ance session will be covered in a sub- 
sequent issue. 

Estate, Employe Benefit Plans 


The next day started with a talk on 
estate and employe benefit planning, 
followed by the “president’s hour,” at 
which President Bradshaw of Provi- 
dent Mutual made the talk already 
referred to. In the afternoon there 
were two more talks on estate and 
employe benefit planning. The estate 
and employe benefit planning talks are 
reported in a separate story in this 
issue. 

Concurrently with the two previous 
talks, there was a special session for 
Canadian members on problems and 
solutions of particular interest to them, 
speakers being Roger Martel, Alliance 
Mutual, Montreal, president of Life 
Underwriters Assn. of Canada, and 
Hyman J. Harris, Great-West Life, 
Ottawa. 

Then followed a three-man panel 
discussion on financial planning, which 
is reported elsewhere in this issue. 

Following the sessions on estate and 
employe benefit planning and on fi- 
nancial planning, there were work- 
shops on each, and in the evening an- 
other workshop on financial planning. 

Opening speakers the next day were 
J. S. Seidman of the New York City 
accounting firm of Seidman & Seid- 
man, president of the American Insti- 
tute of Certified Public Accountants, 
and Charles W. Hamilton, senior vice- 
president and trust officer of the 
National Bank of Commerce of Hous- 
ton and president of the trust division 
of the American Bankers Assn. 

Four more speakers, all veteran 
MDRT members, concluded the day’s 
addresses and the meeting program. 


Marsh On Variable Annuity 


Discussing the variable annuity, 
John D. Marsh, Lincoln National Life, 
Washington, D.C., went over the work- 
ings of the plan in considerable detail, 
and concluded his talk by saying: 

“The Prudential expects to be in the 
business by the end of the year—and 
it is my understanding that the Mutual 
Life of New York, the State Mutual 
and the New York Life are favorably 
disposed. I know of at least three new 
companies now in the process of or- 
ganization. 

“The large employers are installing 
variable annuity pension plans: State 
of Wisconsin, General Mills, Long Is- 
land Lighting, General Tire & Rubber, 
Boeing Aircraft, Air Line Pilots Assn., 
Tennessee Valley Authority, United 
Air Lines and National Assn. of Manu- 
facturers. 

“Johnson & Higgins advised me two 
years ago that they can’t hire suffic- 
ient personnel to take care of client 
requests for variabie annuity plans. 
They charge $1,500 for an initial sur- 
vey and proposal. 

“The United Funds of St. Louis have 
hired a former life insurance man to 
help them get into the business. 

“The charter of the Syndicate Life, 
owned by the Investors Diversified 
Services of Minneapolis, contains a 
provision authorizing them to write 
variable annuities. . 

“The United Business Service on 
March 14 predicted that the new an- 
nual premium on variable annuity 
business would reach $2% billion in 
10 years. 

“Obviously, I think the future of the 
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variable annuity is tremendoc.is. w 
do you think?” 

In his talk on “Taking a Look j 
Ourselves,” Harold S. Parsons, Trays 
ers, Los Angeles, who was chairmaf 
of MDRT in 1947, said: 

“I have been asked if there igs 
special sales idea that has Worke 























successfully for me. There is one tha; fre 





has come about through my not Want. 
ing to make evening calls, and 
the years it has produced business j 
at least 75% of the cases. It is, 


simple proposal form on which we te 


as assumptions the various facts cop, 
prising the prospect’s financial sity. 
tion, his present benefits and cove. 
ages, together with the needs for jp. 
mediate cash and monthly income jy 
event of his death. These are briefiy 


and simply set forth in such a wa}! 


that the prospect’s wife cannot dis. 
gree when she and her husband req 
it over together. 


Uses Two Forms 
“We call it a proposal memorandum, 


and the emphasis is put on the a. }! 


sumptions which we would make if we 
were talking to them in person. 
use a long form if we have hed the 
prospect’s policies to analyze, or 4 


1958 CSO Table Is Made 


Effective In Michigan 


LANSING—G ov. Williams has 
signed into law a department-backe 
act permitting use in Michigan, effec. 
tive immediately, the commissioners 
1958 standard ordinary mortality table. 

Fears for approval of the measure 
had mounted at the end of the active 
session when the bill was stalled ina 
conference committee after some un- 
acceptable amendments had been at- 
tached to it in the house of representa- 
tives. During the clean-up of loose 
ends prior to final adjournment, the 
conferees were persuaded to remove 
the house changes and both chambers 
accepted the bill in substantially its 
original form. It will permit use of the 
Commissioners’ 1958 Standard Ordin- 
ary Mortality Table instead of the 
1941 table and will give the commis- 
sioner discretionary power in estab- 
lishing group life rates. 

There had been no opposition to the 
bill as it was introduced, but house 
supporters of another measure which 
had been pigeonholed in the senate 
insurance committee attached the en- 
tire measure in the form of an amend- 
ment and returned the completely 
altered bill to the senate. The added 
sections would have removed the 
existing five-year limit on credit life 
policies covering credit union loans. 
This stirred violent opposition from 
banks and other loan agencies on the 
basis that it was highly discriminatory 
legislation. 
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3 and coye.§ “One of my clients calls me. During 
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ly income ; Mat he has just sold his business to a 
> are bri irexan for two million dollars. Mind 
such a way fit this client originated 15 years ago 
cannot dig. vhen I called on him in his one-man 
usband read gop at that time, on a cold-canvass 
ysis. I asked about the details of the 
gle, and he said that he got a million 
jllars in cash and the other million 
yas being paid off over the next five 
years. 
‘«§rnie,’ I said, ‘what are you going 
i do if this Texan dies in that time? 
He won’t have the money to pay this 
nilion dollars because Uncle Sam 
will be there first.’ 
“This telephone call, needless to say, 
resulted in a million dollar case on this 
Texan. Interestingly enough, all the 
details were handled over the tele- 
phone. 
“Another old client called me up. He 
was in quite a hurry to get the maxi- 
mum loan value of his policies. I 
looked it up for him myself and gave 
him the rough amount, coming to 
$15,000. He said, ‘Gee, I wish I had 
$30,000 in these policies, because that’s 
the money I really need.’ ‘John,’ I 
said, ‘I should have sold you twice as 
much life insurance in the past and 
just in case you might have to borrow 
again on your life insurance, there’s no 
reason we shouldn’t take care of this 
tight now for the future.’ This, too, 
resulted in a substantial new sale.” 


Howerton Final Speaker 


Final speaker of the meeting was 
Philip F. Howerton, Connecticut Mu- 
tual Life, Charlotte, N. C., who left 
the members with a ringing challenge 
to develop themselves as professional 
men. 

“Preparation, practice, recognition 
of responsibility—all these mark the 
growth of the professional man,” said 
Mr. Howerton. “But there is still 
anotther—intangible but most import- 
ant of all—and that is the mysterious 
dement that is the difference between 
mediocrity and success. That element 
I would call inspiration.” 

The highest inspiration of all, he 
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Canadian Health Group Has First Annual 


(CONTINUED FROM PAGE 7) 

65. This is occurring not only through 
group contracts where a large pro- 
portion of cost is being borne by the 
employer but through several member 
companies of the association offering 
individual contracts providing con- 
tinuing coverage on a mass enrollment 
basis, he said. 

Mr. Macdonald opined there will al- 
ways be indigent and chronically ill 
persons for whom the cost of health 
coverage can omy be provided through 
the efforts of insurance companies, the 
medical profession and government. 
However, he was hopeful that within 
10 years the percentage of the popu- 
lation in these categories in Canada 
would be well below the U. S. figure 
of 15%. 

In his annual report Mr. Bell said 
the statistical committee’s latest sur- 
vey showed that at the beginning of 
1959 43.1% of Canadians were insured 
for surgical expense and 38.1% for 
medical. Also, membership increased at 
the end of 1959 to a total of 118 com- 
panies, including 47 Canadian com- 
panies, 35 British and 36 U. S. and 
foreign. Member companies account 
for 96% of the group in individual 
premium income in Canada, Mr. Bell 
stated. 

In 15 years there will be a 69% in- 
crease in the number of Canadian 
workers between 45 and 64 against a 
6% increase in the 20-44 age group, 
Dr. G. Edward Hall, president of Uni- 





said, comes from a recognition that all 
talents are a divine gift, and that 
whatever talents one has are only 
held in trust to administer in an un- 
selfish discharge of this trusteeship. 

“It is when one catches this concept 
that our business is truly raised to a 
professional level,” he said. “As the 
minister brings an answer to the 
spiritual needs of the human heart, 
as the lawyer answers the fears and 
tensions of civil life, as the physician 
ministers to physical needs, so does 
the professionally-minded life insur- 
ance man bring the answer to the 
economic and social problems occa- 
sioned by death, disability or old age. 
We are the only professional men who 
have the answer to these problems. 
They cannot otherwise be fully antici- 
pated because of the uncertainty of 
human life. 

“If we have this professional con- 
cept we find a receptive market, we 
associate with others of like mind, and 
we command a respect in the commun- 
ity that ranks with the top professional 
men in other lines. Further, we are 
associated with an institution whose 
history demonstrates that fact.” 
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versity of Western Ontario, told the 
membership. 

“We are not as young a population 
as we thought we were and the pro- 
portion of older people is increasing 
beyond our ability to support them in 
unproductive roles,” he said. He point- 
ed out that as an increasingly large pro- 
portion of the people pass into the 
retirement group the younger produc- 
tive groups must carry a progressively 
heavier financial load for their sup- 
port. “Perhaps our economy can stand 
it and perhaps not.” The problem of 
retaining older people in employment 
and increasing their adaptability to 
new techniques and machines must 
be solved, he declared. . 


Mich Succession List 
LANSING—Commissioner Blackford 
has announced a list of several poten- 
tial successors who would take over 
his office in event of such major 
disasters as would result from all-out 
enemy bombing. All present holders of 
major state offices in Michigan were 
authorized under a new statute to 


19 


designate emergency successors under 
what is called a continuity of govern- 
ment program. 

Number one in line -to succeed Mr. 
Blackford in such a situation is Percy 
Andrus, retired department examiner 
and director of forms and rates who 
was with the department for 43 years 
and now is living on his farm near 
Homer, Mich. 

Others in line are Robert Fenton, 
Detroit; Asa Kelly Jr., Coopersville, a 
former assistant attorney general; Jo- 
seph Flaugh, Benton Harbor agent and 
former mayor, and Morgan McDer- 
mott, Traverse City. 


Meyer Succeeds Thompson 

Norman A. Meyer, claim manager 
St. Paul Hospital & Casualty, has 
been elected president of Twin City 
Life, Accident-Health, Claim Assn., 
succeeding Clifford L. Thompson, Lu- 
theran Brotherhood. 

Other officers elected at the annual 
are Maurice T. Batten, Ministers Life 


& Casualty, vice-president; Edward 
A. Munger, Northwestern National 
Life, secretary, and Edgar Fechner, 


Minnesota Protective Assn., treasurer. 





Nek JOE SALESMAN’S GIRL-FRIDAY 


. 


“These might perk him up, but Anico’s line (and commis- 
sion scale) would perk him and the business up too!” 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALE 


s 
AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 
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FeNATIONAL UNDERWRITER 


Editorial Comment 


The Real Barrier To All Lines Marketing 


The automobile is apt to be much 
more effective in preventing all lines 
marketing than the New York law that 
prohibits ownership of fire-casualty 
insurers by life companies. For the 
metropolitan areas of the country, 
which constitute prime life insurance 
markets, are poor places to write au- 
tomobile coverages. Fifteen of the 
largest such areas account for almost 
one-third of the U. S. population. All 
of the city areas in which it is con- 
sidered hazardous to write automobile 
would account for more than half the 
population of the country. 

It is difficult to see how all lines 
personal insurance marketing by in- 
dividual insurer groups can become 
much of a reality until and unless the 
automobile insurance underwriting 
problems are reduced to more man- 
ageable proportions. Presently, only 
the strongest and largest companies, 
or smaller companies with extremely 
keen and cautious know-how, can 
continue to offer automobile liability 
facilities in many of the metropolitan 
territories. 

Oddly enough, the best (or worst) 
illustration of this insurance market- 
ing problem is New York, one of the 
best life insurance markets in the 
world, where the automobile insur- 
ance experience continues to be the 
worst in the world and to cost insur- 
ers more dollars above premiums than 
anywhere else. This may explain to 
some extent the alertness and energy 
with which the New York department 
is opposing the change in state law 
to permit ownership of fire-casualty 
by life insurers. The danger to the 
“inviolability of life funds” from a 
fire-casualty operation is every day 
quite apparent for those living day to 
day with the realities of automobile 
insurance in that city and state. 

So far as is known, no all lines in- 
surer group is promoting real all lines 
facilities in metropolitan areas notor- 
ious for poor auto experience. They 
are offering life, A&S, and homeown- 
ers. But the automobile, the only in- 
surance line with any leverage in the 
personal market today, is excluded. 
Some all lines groups may be writing 


auto with the other personal lines, in- 
cluding life, in some of the metropoli- 
tan areas. If so, they are not adver- 
tising the automobile but are pro- 
ceeding on a risk by risk basis, cau- 
tiously, with any all lines selling they 
may be doing. 

For the average company, the writ- 
ing of automobile in the big metro- 
politan areas is tabu. Even the com- 
panies that write automobile in those 
territories have had to be more and 
more careful in selection as the auto 





Personals 


Clay R. Alexander, new chairman of 
the Southern Round Table of Life Ad- 
vertisers Assn., has 
headed the adver- 
tising department 
of Lamar Life 
since it was cre- 
ated in 1951 and is 
now public rela- 
tions director. He 
worked on a Pas- 
cagoula, Miss., 
newspaper after 
service in World 
War MII,  subse- 
quently joining an 
advertising agency 
at Jackson, Miss. He was a flight in- 
structor in the Korean War. Mr. Alex- 
ander attended Southwestern College 
and Millsaps College, graduating from 
the latter. 





Clay R. Alexander 


Carrol M. Shanks, president of 
Prudential, has been reappointed by 
Gov. Meyner for a five-year term as a 
member of the state investment coun- 
cil, which operates under the Treas- 
ury Department. 


Robert B. Hamor, vice-president and 
director of agencies Continental As- 
surance, has become a grandfather for 
the first time with the advent of Leslie 
Henry, daughter of Mr. and Mrs. Lyell 
D. Henry. 


James E. Rutherford, vice-president 
Prudential, Chicago regional home of- 
fice, and Mrs. Rutherford are leaving 
June 8 for a European trip of about 
six weeks duration. 


insurance situation steadily has deteri- 
orated in recent years. Consequently, 
under the best of circumstances, a 
formidable percentage of the U. S. 
population is presently debarred from 
having its personal insurance needs 
taken care of by one insurance facili- 
ty. 

While there was some improvement 
in the automobile insurance situation 
countrywide in 1959—at least the rate 
of deterioration slowed down—no im- 
mediate and certainly no rapid solu- 
tion to the problems of automobile 
underwriting is in sight. In fact, in 
some ways there is evidence of further 
deterioration ahead _ as legislative 
committees and insurance depart- 
ments get into (or continue) investi- 
gations of auto policy cancellations, 
and as the assigned risk plans, nota- 
bly in the two states with the larg- 
est car populations, California and 
New York, come under scrutiny be- 
cause of their growth and losses to 
the insurers. 

All lines marketing isn’t new. It 
has been practiced by a few compa- 
nies and quite a number of agents for 
many years. Agents still have the op- 
portunity to do this kind of merchan- 
dising, perhaps on a restricted basis 
in the metropolitan areas. But it is 
doubtful if the all lines buying oppor- 
tunity will become a reality for any- 
thing like all of the personal insured 
of the country for a long time to 
come.—K.0O.F. 


Deaths 


R. TURNER ARRINGTON, 58, treas- 
urer of Life of Virginia, died of a 
heart attack. He joined the actuarial 
department in 1924, became assistant 
secretary in 1947 and assistant vice- 
president in 1952. He was a past presi- 
dent of Middle Atlantic Actuarial 
Club. 


New Orleans A&H Assn. 


Award To Metropolitan 
Metropolitan Life has received the 
public service award of New Orleans 
A&H Underwriters Assn. for “out- 
standing achievement in public health 
education.” Philip W. Nungesser, Met- 
ropolitan mnager at New Orleans, ac- 
cepted the award for his company. 
Indianapolis Life’s sales during the 
first four months were up 21% over a 
comparable period last year. 
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Stocks 


Sy H. W. Cornelius of Bacon, Whipple & 
135 S. La Salle St., Chicago, Ma, 24, 
Bid 


= 
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Aetna Life 
Beneficial Standard 
Business Men’s Assurance . 
Cal.-Western States 
Commonwealth Life .... 
Connecticut General 
Continental Assurance 
Franklin Life .......0.00... 
Great Southern Life 
Gulf Life 
Jefferson Standard uc. 
Liberty National Life 
Life & Casualty 
Life of Virginia 
Lincoln National Life . 
National L. & A. ......... 
North American, Ill. . 
Nw. National Life . 
Chio State Life 
Old Line Life .... 
Old Republic Life 
Republic National 
Southland Life 
Southwestern Life 
Travelers 
United, Il. 
U. S. Life 
Washington National 
Wisconsin National Life 


MDRT Testing New 
Form For Recording 
Business Credits 


With improvement of qualificatig, 
procedure as its primary goal, the 
Million Dollar Round Table will testa 
new volume credit record form dur. 
ing 1960, according to MDRT Chairman 
Robert S. Albritton, Provident Mutual, 
Los Angeles. 


Members Will Test Form 


“All 1960 MDRT members will be 
encouraged to try out the form in 
listing their credits for the 1961 Round 
Table,” Mr. Albritton said. “Eventual- 
ly, if the form proves satisfactory, we 
would like to use it instead of the 
present certifying letter. As with the 
certifying letter, it will not be neces- 
sary for life-only members to use the 
form unless they wish to seek men- 
bership on a qualifying and life basis.” 

All 1960 MDRT members and their 
home offices have already received 
sample copies of the form, along with 
a specimen copy, showing how it 
should be filled out. 

“Reactions from both members and 
company home offices have been over- 
whelmingly in favor of using the 
form, and requests for additional 
blanks are pouring in,’ Mr. Albritton 
said. 

The new Round Table columnar 
form, originally conceived and ex- 
perimented with by Walter N. Hiller, 
Penn Mutual, Chicago, a past chair- 
man of the Round Table, was designed 
by the MDRT qualification procedure 
committee, headed by Joseph N. Des- 
mon, Continental Assurance, Buffalo. 


Contacts 40 Companies 


“After contacting nearly 40 com- 
pany home offices and compiling con- 
siderable information, the committee 
determined that a standard MDRT 
volume credit record form should be 
designed for use by all members to 
keep continuous track of their pro- 
duction,” Mr. Desmon said. “This con- 
clusion was based on the finding that 
many companies and members are al- 
ready using such forms of their own 
design; the forms simplify the prob- ° 
lem of accurately determining MDRT 
volume credits by members and ap- 
plicants and when sent to home offices 
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Financial planning, as distinguished 
from estate planning, was dealt with 
jy a three-man panel at the Million 
Dollar Round Table annual meeting, 
held in Honolulu. George B. Byrnes 
New England Life, New York City, a 
chairman of MDRT, presided. 
William L. McKechney, Northwest- 
an Mutual Life, Chicago, paid tribute 
j the late Harry T. Wright, Equitable 
society, Chicago, 1936 Round Table 
dairman, for his philosophy of life 
insurance selling. Mr. McKechney 
dated it thus: 


seks Two Answers 
“J never undertake a serious discus- 


‘Tsion of life insurance with a man until 


[can answer two questions to my own 
emplete satisfaction. The first ques- 
tion is, If he does not buy the life 
insurance I’m going to recommend, and 


v1 dies, what will the effect be on his 


family’s situation? The second ques- 
tin is, If he does buy the life insur- 
ance I’m going to recommend, and 
does not die, what will the effect be 
on his situation? 

“Once I am fully satisfied that I 
have the answers to both questions, 
Inever drop the case until I’m certain 
the man I’ve approached also knows 
the answers,” said Mr. McKechney. 


Prefers ‘Property Planning’ Tag 


The speaker said he prefers the 
trm “property planning” to “estate 
planning,” because the former suggests 
living values to be planned as well as 
the terminal or estate values. 

“None of us like to think of death,” 
he remarked, “particularly when we 
play the leading role. But if we as 
salesmen can talk about the future 
when the rewards of careful planning 
and thrift will make life more com- 
fortable during the days when current 
income may quite naturally decline, 
we will be assured of a more receptive 
ear when that second question is 
answered: ‘If he does buy the life 
insurance I’m going to recommend, 
and does not die, what will the effect 
be on his situation?’ ” 


Avoids Phoning For Appointments 


Albert G. Schmerge, Mutual Bene- 
fit Life.) New York City, avoids using 
the phone in making appointments for 
his very comprehensive financial plan- 
ning sessions with prospects. If he has 
been selective he gets nine out of 10 


prospects to agree to an appointment, 
although some will cancel the appoint- 
ment after they’ve thought it over. 


After the extremely searching ques- 


tionnaire has been completed at the 
interview, it is processed as follows: 


“At my disposal for a per-case fee 


ae several attorneys who are quali- 
fied estate analysts. They do none of 


the } ‘ : 
40 com- | ,, egal work involved in these cases 


t are concerned solely -with the 


analysis of the estate problems. In 
very few cases does the estate analyst 
«tually meet the client. His role is 
merely to grind out the technical part 
of the procedure and make recom- 


mendations, which material is then put 
a the disposal of the client’s lawyer, 
who performs his normal legal pro- 


tedure of recommending and perform- 
ing the needed work. (We don’t prac- 
tie law.) At any rate, within two 
weeks I can go back to the prospect 
With a carefully prepared preliminary 


Sis.” 


“Mr. Schmerge said he purposely 
omits from the estate plan any insur- 
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financial Planning Handled By 
Three-Man Panel At MDRT Meet 


ance proposal, thereby keeping figures 
from being so final unless the prospect 
is completely sold. 

“I come back later,” he said, “with 
an illustration of what $100,000 of 
insurance will do for him. The sale of 
$100,000 in this case is on his life and 
I’ve gotten the premium money. His 
wife has been examined and I closed 
the $25,000 sale on her right away. I 
know more about the financial affairs 
of this man than any other man in our 
busimess and he’s my client from now 
on, I hope.” 


Interview Follows Summation 


Knox Turnbull, Provident Mutual 
Life, Charlottesville, Va., explained the 
closing interview that he has after 
mailing a summation to the prospect 
based on solutions for specific prob- 
lems that have been brought out in the 
fact-finding interview. 

“The first step in the closing inter- 
view,” said Mr. Turnbull, “is to re- 
view his life insurance audit. This re- 
emphasizes our position as a life in- 
surance agent and very clearly again 
identifies us only with the life insur- 
ance industry. 


Letter Is Sales Track 


“After explaining the audit, we 
review our letter to our prospect and 
use that as the sales track. In the 
normal situation, you get discussion 
and agreement with the ideas as to 
the problems and their solutions as 
you go along, so that the mechanical 
details of the sale are easily handled 
at the end. 

“In our follow-through, a memor- 
andum is dictated enumerating the 
conclusions reached in the closing 
interview, the parties to be consulted, 
and the actions to be taken to con- 
clude the case—until time for the next 
review. As we all know, innumerable 
delays are experienced, so we have our 
Virginia agency staff push the details 
through to conclusion with the client, 
his attorney and all others concerned.” 


Program Completed For 
N. Y. C. Agents Annual 


The program has been completed for 
the annual meeting of New York City 
Life Underwriters Assn. at the Hotel 
Astor, June 2. 

Two speakers are scheduled along 
with the customary election and instal- 
lation of officers. Harold M. Covert Jr., 
Mutual Benefit Life, Allentown, Pa., 
will discuss various means of funding 
compensation and deferred compensa- 
tion plans, as well as cash bonus, stock 
bonus, appreciation and dividend unit 
plans. 

David Streck, New York attorney, in 
a speech titled, “Deferred Compensa- 
tion—Opportunities and Methods,” will 
cover among other subjects, tax plan- 
ning of retirement and death benefits 
under qualified plans, the use of life 
insurance in connection with profit 
sharing plans, and the negotiation of 
the principal provisions in deferred 
compensation contracts. 


Southern Cuseectnes Aé&S Agents 


Elect Jules Laghi To Presidency 
Jules Laghi, Monarch Life, New 
Haven, was elected president of South- 
ern Connecticut A&H Underwriters 
Assn. at its quarterly meeting in New 
Haven. He succeeds Fred L. A. Brink- 
meyer, Home Indemnity, New Haven, 


who has been named chairman. David 
Clarke, Aetna Life, New Haven, was 
elected vice-president and Mrs. Bess 
Myers, Continental Casualty, New 
Haven, was reelected secretary-treas- 
urer. 


Emergency ‘Housing Bill 
Labeled Inflationary, 
Unsound By ALC, LIA 


WASHINGTON, D.C.—A number of 
provisions in housing legislation be- 
fore the Senate housing committee are 
inimical to a sound home mortgage 
market and have serious inflationary 
implications, R. Manning Brown, vice- 
president in charge of real estate and 
mortgage loans of New York Life, told 
the subcommittee on behalf of Amer- 
ican Life Convention and Life Insur- 
ance Assn. 

Mr. Brown expressed concern over 
the possibility that Congress, in its 
desire to stimulate residential con- 
struction, may undertake programs of 
an inflationary nature that could act- 
ually reduce the funds going into 
home mortgage loans. 

Addressing most of his testimony 
towards provisions in the emergency 
home ownership act, which was re- 
cently passed by the House, Mr. Brown 
said he saw no emergency in home 
building or in the national economy to 
justify the $1 billion provided in the 
bill for mortgage purchases under the 
special assistance program of Federal 
National Mortgage Assn. 


Cleveland A&H Assn. 


Names New Officers 
Cleveland Assn. of A&H Under- 
writers at the May meeting elected 
William P. Barrett, Bankers L. & C. 
manager, president. Seymour Prell, 
Massachusetts Indemnity, was named 
lst Vice-president, Anthony Gall, Mu- 
tual Benefit H. & A., 2nd vice-presi- 
dent, and Mrs. Veda Sutliff, Columbus 
Mutual Life, secretary -treasurer. 


Bankers Life Of lowa 
Over $2 Billion Mark 


Ordinary life in force of Bankers 
Life of Iowa passed the $2 billion 
mark during April, bringing the total 
in-force figure to $3,633,910,217. This 
includes $1,629,002,397 of group. The 
company reached the first billion of 
ordinary in force in 1946, 67 years 
after its founding. 

New business for April was $48,- 
087,286, an increase of nearly $5 mil- 
lion over the same month last year. 
Of this amount, $22,896,847 was ordi- 
sary and the balance group. For the 
first quarter, new business was $88,- 
780,543 of ordinary and $58,414,942 
group. 


Sponsors Layman’s Panel 

A layman’s panel for civic and busi- 
ness leaders was sponsored by Estate 
Planning Council of St. Louis. Richard 
H. Forster, California attorney and 
tax specialist, spoke on some human 
aspects of estate planning, and Charles 
B. McCaffrey, Provident Mutual Life a 
lecturer in advanced underwriting at 
the Wharton School, discussed finan- 
cial planning for business men. 


Fidelity Bankers Stockholders 


Approve Southern Heritage Merger 

The stockholders of Fidelity Bankers 
Life have approved a proposed merger 
with Southern Heritage Life. Fidelity 
Bankers, the surviving company, will 
issue 10 shares of its stock for each 13 
shares of Southern Heritage. 
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Harry K. Gutmann 
Reelected President 
Of N. Y. State Assn. 


Harry K. Gutmann, Mutual of New 
York, New York City, was reelected 
president of the 
New York State 
Assn. of Life Un- 
derwriters at the 
annual meeting in 
Rochester. It was 
the first time in 17 
years that a presi- 
dent of the state 
association has 
been reelected. 

Donald E. Shop- 
iro, Massachusetts 
Mutual, Syracuse, 
was elected vice- 
president and Robert W. Williamson, 
Connecticut Mutual, Rochester, was 
elected secretary-treasurer. Both have 
been regional vice-presidents. 

Mr. Gutmann, a CLU, has been 
with Mutual of New York since en- 
tering the business in 1932. He is a 
member of the company’s highest 
honor group and is a life member of 
the Million Dollar Round Table. He 
was chosen Mutual’s “man of the year” 
in 1955. 

Elected regional vice-presidents 
were Burton H. Miller, Metropolitan, 
Binghamton; Donald N. Newton, Con- 
necticut Mutual, Syracuse, and Arthur 
Kapner, Connecticut Mutual, Albany. 

Reelected regional vice-presidents 
were Maurice Alford, National Life of 
Vermont, Plattsburg; Charles Anchell, 
New York Life, New York City, Clay- 
ton T. Knox, Phoenix Mutual, Buffalo 
and Arthur M. Holtzman, Companion 
Life of New York, Rochester. 


Votes To Raise Dues 





H. K. Gutmann 


The association voted to raise. its 
dues from the present $2 to a maxi- 
mum of $5. The plan is to go to $4 
starting with July, 1961, and to the 
full $5 a year or two later. 

The $50 membership award made by 
Mr. Gutmann to the association doing 
the best membership job on a com- 
bined numerical and percentage in- 
crease basis went to Dutchess County. 
Jamestown, Albany and Syracuse fol- 
lowed in that order. 

New associations added to the state 
body are Nassau County and Northern 
Westchester County. The new Oswego 
County unit will join June 1. The 
Suffolk County association is in pro- 
cess of being formed. The New York 
state association is running a close 
race with California for top place in 
number of members, it was reported to 
the meeting. 

President Gutmann made a strong 
plea for positive leadership in the 
business: “The time has come for all 
of us to take a more militant, forceful 
and aggressive posture ... together 
our home offices and we agents can 
restore to sharp focus the traditional 
image of life insurance.” 


Logan Report Helped Prestige 


Reviewing what the state association 
has done and would continue to do 
against twisters and the activities of 
unlicensed insurers, he said the as- 
sociation would keep on working with 
the companies to solve their common 
problems. 

Mr. Gutmann said the dues increase 
will enable the association to expand 
its workshop program and add to 
Managing Director Spencer L. Mc- 
Carty’s staff at Albany. 
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awards for, those who qualify for gold 
LPRT Awards To Record honors three consecutive years. 
Number Of Qualifiers President of LPRT this year is 
A record 279 producers qualified for Thomas Callahan, Time of Milwaukee. 
Leading Producers Round Table A special breakfast will be held for 
awards for 1959 A&S business, the qualifiers at ‘the’ TAAHU convention, 
highest number since qualifications June 15-18, at Chicago. 
were raised in 1955. The number was as 
24 more than the previous year. ae 5 as 
The three Meat apalbente which may Ministers Life Over $80 Million 
be earned by members of International Ministers Life & Casualty passed 
Assn. of A&H Underwriters are gold, the $80 million in force mark in April. 
for $20,000 of annualized premiums; Paid-for life business during the first 
silver, for $15,000; and bronze, for four months was up 62% over a com- 
$10,000. In addition, there are special parable period last year. 
i, 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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On Hand At 
HIA Annual 
Meeting In Dallas 








More photos from convention re- 
ported in last week’s issue. All iden- 
tifications are from left. 





A. M. Hansen of Mutua! of Oma, 
and Victor L. Crouch of Hoope. 
Homes Bureau. . 








HOME OFFICE LIFE SALES MANAGER 


Company-wide responsibility for life insurance development including training 
schools and sales promotion. Medium-sized, national company with attractive New 
England location. Successful selling and supervisory experience required. Your op- 
portunity to participate in home office operations at high agency level and to 
develop further your management skills. Write Box P-58, National Underwriter, 175 


Paul Hawkins of 
the HIA staff, with 
Mrs. Hawkins and 


W. Jackson Blvd., Chicago 4, Ill. 








: New York 38, N. Y. 


LIFE AGENCY MANAGER 


. under 40, 12 years experience with one major Life company. Discontent with 
slow moving company policy, interested in change. Prefer N.Y.C. or lower Con- 
necticut. Please contact Box NY-33, National Underwriter, Adv. Dept., 17 John St., 











ACTUARIAL OPPORTUNITIES 


Gulf Life Insurance Company of Jack- 
sonville, Florida which maintains indepen- 
dent Ordinary and Industrial agencies is 
planning to expand its Ordinary and 
Group operations. This has created two 
positions, both of which need to be filled 
by a Fellow of the Society of Actuaries 
or by an Associate who may be expected 
to attain Fellowship standing in the near 
future. 

One of the positions involves the assump- 
tion of actuarial responsibilities in the 
company's Ordinary Life and individual 
A&S lines; while the other position requires 
the assumption of actuarial responsibilities 
in the company’s Group and Pension oper- 
ations. These are excellent actuarial op- 
portunities in a substantial company. The 
ideal candidates should be in their thirties. 
It is desirable but not essential for one to 
have had experience in Ordinary Life in- 
surance and individual A&S and the other 
in Group insurance and Pensions. 

The men will report directly to the Act- 
uary of the Company. Salary and title will 
depend on qualifications. 
| All replies confidential. Please write to 
Vice President and Actuary, Gulf Life In- 
surance Company, P.O. Box 1050, Jackson- 
ville 1, Florida, giving a summary of exper- 
ience and personal background. 




















LIFE INSURANCE 
AGENCY MANAGER 
Well-known mutual life insurance company, 
Home Office Chicago, has unusual opening 
for fop notch man to head a Chicago 
area office. Management experience de- 
sirable. Completely equipped office with 
secretary provided. Salary to $15,000 plus 
commission on personal business. Submit 
‘complete: resume to Box P-46, c/o The 
National : Underwriter Co., 175 W. Jack- 

son Blvd., Chicago 4, Ill. 








Home Office Chief 
A&S and Life Underwriter 


Must have from 3 to 5 years underwriting ex- 
perience in both Life and A&S, plus proven 
organizational and supervisory abil 

Georgia iecation, Salary open. Sen 

and confidentia! resume to Box 

National Unde: 

Chicago 4, II. 








PROVIDENCE AGENCY 
OPPORTUNITY 


- for qualified man with supervisory ex- 
perience to manage established Life agency of 
large, progressive eastern company. Includes 
all lines of Life, Accident and Health, Group 
coverage. Unusual financing plan and training 
program for agents. If you have field super- 
visory experience and believe you are ready 
for your own agency, write giving complete 
resume of your background. Your reply will be 
kept in strict confidence. Reply to Box P-74, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








A LATIN AMERICAN LIFE 
INSURANCE COMPANY 


Wants as chief operating officer 
man, preferably not over 45, with 
executive home office experience 
and ability to speak fluent Spanish. 
Some Fire experience desirable but 
not essential. Fine opportunity for 
right man. Reply to Box NY-32, Na- 
tional Underwriter, Adv. Dept., 17 
John St., New York 38, N.Y. 








LIFE INSURANCE 
COPYWRITER 


One of the largest mid-west life companies 
has an opening for a copywriter with experience 
in advertising and sales promotion. Unusual 
opportunity for a man who can write imagi- 
natively, logically and effectively. Ideal work- 
ing conditions, with exceptional employee bene- 
fits. If you can qualify for a top-level writing 
job, send resume detailing experience, edu- 
cation and general information about yourself. 
Address Box P-79, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








ATTENTION LIFE INS. COS. 


Remarkable pattern of success, having been 
top Personal Producer, built large agency from 
scratch, and having run new Life ins. co. Desire 
gigantic challenge Home Office or Field. 14 
yrs. experience and in late 30's. Write or wire 
Box P-78, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











James R. Williams, 
vice-president of 
Health Insurance 
Institute. 


James E. Powell, Provident Life & Accident; Mrs. Powell; Mrs. Robert A 
Brown, and Robert A. Brown of Inter-State Assurance of Des Moines. 


M. G. Pittman 
Jr., Kennesaw Life 
& Accident; Don- 
ald G. _ Parker, 
General Reinsur- 
ance, and Harry L. 
Graham, Bankers 
Life of Iowa. 
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ight To Bar NSLI 
feopening Will Be 
oughest One Yet 


| (CONTINUED FROM PAGE 1) 
J of rejecting the Long amend- 
at more or less routinely on the 
e recommendation of Rep. Tea- 
and his committee, the House will 
he given a chance to discuss and vote 

on the Long proposal on its merits. 


Teague Still Against It 


There is no indication that Rep. 
Teague has changed his mind about 
the Long proposal or that he will vote 
jor it, but if the House is going to be 
yked to make up its mind about the 
plan instead of merely taking the vet- 
“Trans affairs committee’s word that it 
isa bad thing, there is obviously much 
geater danger of Sen. Long’s proposal 
getting through the House. 

The Long proposal would open the 
jor to NSLI sales to an estimated 
(gmillion veterans who served in the 
gamed forces at any time between 
Oet. 8, 1940, and Jan. 1, 1957. The vast 
majority have no service-connected 
disabilities that would keep them from 
gfting regular life insurance .,from 
the companies. The Long plapiAvige 
mable any who are eligible t6 ¥-Up 
to $10,000 of NSLI if they have none 
nw, or to bring up their present 
NSLI coverage to $10,000 if it is shy 
of that. 

NALU Not Against H.R. 11045 


In effect, Sen. Long has added his 
proposal as an amendment to H.R. 
11045, a bill giving NSLI policyholders 
conversion options to a so-called mod- 
ified form of contract combining term 
and permanent insurance. NALU_ is 

objecting to 11045 as such. 

What happened when the House- 

H.R. 11045 went to the Senate 
that the finance committee re- 

out the Long bill, S. 2675, 

is identical with H.R. 11045 ex- 
for the addition of the amend- 
tt reopening the sale of NSLI for 
year. 

While the amendment provides for 
aly a one-year reopening of the sale 


sfof NSLI, the fear among life insur- 


Robert A. 
nes. 


ance people is that there would. be ire- 
téistible pressure to keep it open an 
._ year, and perhaps indefinite- 


e local associations have moved 

ly to meet the Long amendment 
feat. For example, the Syracuse as- 
tion Monday bulletined its mem- 
urging them to wire their sena- 

is and write their representatives, 
ting out that there is no necessity 
justification for government com- 
tition with tax-paying private in- 
surance industry through subsidized 
life insurance for veterans whose in- 
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surability has not been impaired by 
service-connected disabilities. 

“Fellows, let’s pull out the stops and 
get going with this,’ the Syracuse 
bulletin urges. “Spend a couple of dol- 
lars to protect your business. There is 
no sound reason why the government 
should now compete with private life 
insurance with subsidized rates for 14 
million people.” 


Jenkins Named V-P, 
Hollenbeck Secretary 
By Metropolitan Life 


Metropolitan Life has advanced 
George P. Jenkins from 2nd vice-pres- 
ident in the investment department 
to vice-president and Walter E. Hol- 
lenbeck from assistant vice-president 
and secretary to the board of direc- 
tors to secretary of the company. Wil- 
liam J. Barrett, vice-president and sec- 
retary, is relinquishing the latter title. 

OttaJ. Flieg, assistant vice-president 
in the investment department, has been 
advanced to 3rd vice-president, and 
Charles R. Charbonnier, manager of in- 
dustrial loans, becomes assistant vice- 
president. 


Says He F ailed Client By 


Neglecting Income Cover 

Speaking at the May meeting of 
Indianapolis A&S Assn., John Boner, 
Jefferson National general agent there 
and Million Dollar Round Table mem- 
ber, confessed that he never realized 
what a poor job he was doing for his 
clients until he started selling income 
protection instead of just life insur- 
ance. 

“How can you feel you have done a 
good job if you haven’t provided a 
substitute in case of loss of income no 
matter from what cause?’ he asked. 

The prospect is being let down every 
time he convinces the agent’ that he 
doesn’t need complete income protec- 
tion, Mr. Boner said, asking “How 
many prospects are you failing every 
day? 

“Of course, you won’t sell them all,” 
he admitted, “but the more times you 
try, the more sales you’ll make. It’s 
like Babe Ruth. He holds the record 
for strike outs, but he also holds the 
record for home runs.” 


Cuna Mutual Dedicates 
$1.5 Million Home Office 


Cuna Mutual Insurance Society has 
laid the cornerstone of its new $1.5 
million home office building in Madi- 
son, Wis. Dignataries on hand to tour 
the unfinished building at the dedica- 
tion included Mrs. Ivy Baker Priest, 
U.S. Treasurer, Governor Nelson, and 
Commissioner Manson. 

Mrs. Priest paid tribute to the late 
Roy R. Bergengren, first managing 
director of Cuna, in whose name the 
building was dedicated. She called for 
more careful attention to family spend- 
ing and “a watchful eye on the part 
of all us to prevent inflation or de- 
pression.” 

The three-story, reinforced concrete 
building will. provide, some. 55,000 
square feet of office space for the so- 
ciety. Its location on 18 acres provides 
room for future expansion. 


Republic National Life School 
Sixteen newly appointed agents of 
Republic National Life attended a 
basic school at the home office in May. 
In addition to the home office in- 
structors, E. F. Brewer, senior vice- 
president in charge of home office 
underwriting, and Robert Caprielian, 
agency secretary, were guest speakers. 


Bid For Universal 


Control Fails In 
Stockholder Test 


(CONTINUED FROM PAGE 2) 
tioned the good faith of the extraor- 
dinary meeting of the board after the 
offer had been made public. 

Admitting that the Broad offer 
“triggered” the proposal for a divi- 
dend, Mr. Bird stated that the board’s 
proposal was a legitimate one, and 
would enable Universal to expand its 
underwriting to new lines. 

Many states set requirements reg- 
ulating the amount of capital neces- 
sary to write each line of coverage. 
With a $2 million capitalization; Mr. 
Bird explained, Universal would be 
able to get into all lines fire-casualty 
and would be free to enter into rein- 
surance treaties as the opportunity 
arose. 


Argument Develops 


A lengthy argument then developed 
as the anti-management group tried 
to show that under Mr. Bird’s man- 
agement Universal had made no at- 
tempt to expand its line of coverages 
nor had previous stock dividends been 
followed by signs of increased activity. 

A key to the argument is in the 
meaning of stock dividends, which 
permanently retire surplus funds into 
capital, thus representing for the stock- 
holder an additional investment in the 
company. Since this money is no long- 
er available for distribution to the 
owners in the form of cash, justifi- 
cation for the move lies in the fact 
that it expresses recent growth and 
strengthens the company for future 
business. 

Edward B. Lawfer, who described 
himself as a lawyer and investor, sug- 
gested that a cash dividend or a stock 
split, which does not increase money 
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carried jin’ capital, would be more in 
order. — 

Another occasion for animosity came 
when the role of Talbot, Bird & Co., 
managers of Universal, was. ques- 
tioned. The dissidents accused the 
management of running the company 
for its own profit while stockholders 
suffered. 

Mr. Bird said that figures in most 
property insurance companies had 
been bad in recent years. He main- 
tained that the nature of the contract 
between Universal and Talbot, Bird & 
Co. was not a fit subject for the meet- 
ing. He carried the day on this point. 

A diversion soon came from another 
quarter. A Mr. Chester G. Bollenbach, 
who describes himself as owning one 
share of more insurance company and 
bank stocks than anyone around, was 
very much and very vocally in -evi- 
dence. Mr. Bollenbach comes from 
Queensborough, N. C. He demanded 
more consideration as a stockholder, 
especially in the way of improved an- 
ual reports. 

The meeting had one silent mem- 
ber—Ralph E. Hansmann, whose ad-+ 
dress is that of Natus Corp., an in- 
vestment company recently in the 
headlines of the financial pages. Mr. 
Hansmann voted 14,422 shares for the 
management. 

The meeting lasted 34% hours. 


Illinois Mutual L. & C. 


Sets Half-Century Rally 


Illinois Mutual L.&C. of Peoria has 
set June 12-15 for its golden anniver- 
sary convention. Award dinners, tro-.. 
phy presentations, sales meetings and 
tours are on the agenda of the meet- 
ing; which will be held in Peoria at the 
Pere Marquette Hotel and the com- 
pany’s home office. Pre-convention 
activities will begin at the Palmer 
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House in Chicago. 











BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 


RICHMOND 
PORTLAND 


E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 
Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 








DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, lind. Omaha 32, Neb. 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 


NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 


COMPANY 


INCORPORATED 


THE 
HOWARD E. 


Consulting Actuaries 
2859 N. MERIDIAN ST. ¢ INDIANAPOLIS 7, IND. 








WILLIAM C. CONLEY 
Consulting Actuary 
Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








Sriwin i ee & Co. 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 

















At 
Kansas City Life 


...and in his 
Community 


The Agent Is 


At Kansas City Life the Agent is 
Key Man. He is also a Key Man in 
his Community. 


An outstanding example of this broad con- 
cept of the “Key Man” is K. E. “Andy” 
Anderson of Sterling, Colorado. 


As leader in Number of Sales with Kansas 
City Life in 1959, Mr. Anderson was in- 
stalled as a Vice President of our Presi- 
dent’s Club, when that group held its 
annual Seminar at New Orleans this April. 
He previously held this office in 1954 and 
1957. His Company honors have been many 
including qualifying for the President’s 
Club in each of the 13 years he has been 
with the Company. 


Mr. Anderson is a Life and Qualifying mem- 
ber of the Million Dollar Round Table and 


KANSAS @ 


INSURANCE 



















SS hee 
the National Quality Award will be his 
for the eighth time this year. He is active 
in his local Life Underwriters Associatien 
and has served as a member of the national 
committee. 

At Sterling he has been a Director of the 
Chamber of Commerce, and, as an officer 
of the Boating Club, he was instrumental 
in providing good boating facilities. His 
list of activities is lengthy...as his Gen- 
eral Agent, J. T. Allen, Denver, puts it... 
“Andy is in practically everything in 
Sterling.” 

It can truly be said that K. E. “Andy” 
Anderson is a Key Man to his community 
as well as to Kansas City Life. 
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